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iitoi^/  DERMIDEX  Skin  Medicine 

™"    from  the  makers  of  Mucron ,  Do  Do  and  Migraleve 


Three-fold  treatment 

Pain  and  irritation  relieved  -  Dermidex 

contains  a  local  anaesthetic. 

Infection  controlled  -  Dermidex  is  germicidal. 

Helps  healing  of  damaged  skin. 

(Full  information  has  been  sent  to  every 

chemist) 

Outstanding  test  market  results  show: 

*  exceptionally  high  consumer  demand 

*  complete  user  satisfaction  -  in-pack 
questionnaires  give  gratifying  95%  product 
efficacy 

*  overall  sales  rate  (all  chemist  types) 
AT  LEAST  EQUAL  TO  MUCRON 


BACKED  BY  HEAVYWEIGHT 
ADVERTISING- LARGE  SPACES,  PRIME 
POSITIONS  in  all  major  national  newspapers. 

Please  ensure  you  have  stocks 

Order  NOW  either  direct  or  from  your  wholesaler. 
Minimum  profit  of  50%  oncost. 

RETAIL  ■  87p  (50g)  TRADE  :  £0.5043  each 


INTERNATIONAL 
LABORATORIES  LTD., 

Wilsom  Road,  Alton,  Hants 
(Tel:  Alton  88174) 
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OTC  syringe 
for  diabetics 

Reminder  of 
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"Go  ahead-laugh! 
I'm  laughing-all  the  way  to  the  bank.' 


Woodleigh  Green  stockists  are  finding 
green  turns  to  gold  very  nicely  thank  you. 

Woodleigh  Green  Shampoo  zoomed  up 
to  a  7%*  share  only  3  months  after 
breaking  into  this  highly  competitive 
market  and  the  soap  % 
rapidly  achieved  a 
4%t  share. 


1980  will  be  even  brighter  for  Woodleig 
Green  stockists: 

Over  £500,000  planned  for  massive 
national  campaign  breaking  this  month 
on  TV  and  in  women's  magazines -and 
jfc.  that's  just  the  first  6  months  of  1980. 
Plus  extensive  couponing  and 
sampling  of  millions  of  women 
to  generate  further  consumer 
trial.  Green  apple  fragrance  - 
that's  the  sweet  smell  of 
success  for  1980.  So, 
stock  up,  and  you'll  be 
laughing  too -all  the  way 
to  your  bank. 
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COMMENT 


Sticking  points 

The  rumblings  emanating  from  Rickmansworth  this  week 
(p28)  suggest  that  contractors'  representatives  will  be 
faced  with  some  unpleasant  truths  and  some  difficult 
decision-making  when  they  meet  later  this  month  to 
hear  the  Department  of  Health's  final  Franks  panel  offer. 

Discounting  was  bound  to  be  a  live  issue  and 
contractors  have  been  warned  many  times,  not  least  by 
C&D,  that  any  gain  from  discounts  would  be  short-lived — 
and  that  the  long-term  effect  could  only  be  to  their 
disadvantage.  We  do  not  yet  know  what  the  DHSS 
is  proposing,  but  clearly  the  PSNC  is  concerned  at  the 
prospect  of  discounts  being  recovered  disproportionately 
in  relation  to  the  way  they  were  distributed. 

When  we  first  brought  the  discount  question  into  the 
light  in  this  column  in  July  1978  we  were  thanked  privately 
by  several  pharmacists  who  at  that  time  were  unaware 
of  what  others  were  being  offered.  Even  now,  as 
wholesalers  and  manufacturers  "turn  the  screw",  some 
are  unable  to  secure  a  worthwhile  discount,  if  any  at  all, 
while  still  reserving  for  themselves  a  satisfactory  supply 
service.  If  these  discounts  are  to  be  recovered,  therefore, 
it  must  be  only  after  detailed  inquiry  to  establish  where 
they  went  in  the  first  place. 

The  other  concern  of  PSNC  appears  to  be  the 
Department's  attitude  to  a  review  body,  as  recommended 
by  the  panel.  Perhaps  we  should  not  be  surprised  if  there 
is  reluctance,  bearing  in  mind  the  Government's  well- 
publicised  anxiety  to  rid  the  administrative  machine 
of  "quangos",  but  for  pharmacy  this  really  is  the  panel's 
most  helpful  recommendation. 

PSNC  already  seems  to  have  found  itself  back  in 
pre-Franks  realms  of  argue,  counter,  hinder  and  delay 
tactics  from  the  Department,  and  only  the  establishment 
of  an  independent,  authoritative  voice  will  convince 
chemists  that  they  are  likely  to  get  a  fair  deal. 

If  the  Department  renegues  on  this  recommendation 
then  contractors  would  be  right  to  fight  with  every  weapon 
at  their  disposal.  It  is  a  point  which,  if  lost,  could  condemn 
them  to  continuing  the  cycle  of  battles  for  mere  updating 
of  indices  (as  with  the  latest  1 1  p  increase),  never  getting 
to  grips  with  the  real  enemy  of  too  low  a  level  of 
remuneration.  Franks  showed  the  way  out  of  the  circle, 
and  the  opportunity  must  not  now  be  lost. 
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A  point  to  make 

A  lesson  in  how  to  present  facts  to  make  a  point  comes 
this  week  in  the  two  versions  of  February  1  Medicines 
Act  changes  given  in  Press  releases  issued  by  the 
Pharmaceutical  Society  and  the  Proprietary  Association. 

The  Society  says  that  additional  safeguards  are  being 
introduced  into  the  sale  of  pain-killers  and  "products 
for  the  treatment  of  potentially  dangerous  conditions." 
The  PAGB,  on  the  other  hand,  emphasises  the  General 
Sale  List  of  medicines  "licensed  by  the  Government  as 
safe  and  effective  for  the  treatment  of  minor  ailments, 
and  as  suitable  for  sale  in  ordinary  shops  as  well  as 
pharmacies". 

Pharmacists  will  soon  be  receiving  good  advice  on  what 
the  law  requires  of  them  by  way  of  supervision  after 
February  1,  but  the  above  quotations  illustrate  that  there 
will  be  others  watching  their  performance.  It  will  be  a 
time  of  frustration  for  some  customers  whose  routine 
is  upset,  but  the  profession  has  a  unique  opportunity 
to  use  this  period  in  the  limelight  to  demonstrate  the 
reasons  why  it  has  control  of  some  medicines,  and  can 
justifiably  claim  responsibility  for  more.  It  is  certainly 
not  a  time  for  apologising  about  a  minor  "inconvenience" 
— an  inconvenience  which  is  synonymous  with  safety. 
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Review  body'  and 
discounts  hold  up 
Franks  agreement 


Clitherow,  vice-chairman,  Liverpool 
LPC,  and  a  member  of  the  FPC,  told 
C&D  that  the  system  was  working  well. 
He  thought  it  was  more  effective  than 
the  scheme  some  FPCs  operate  in  which 
the  administrator  writes  to  the  doctor 
concerned  but  does  not  pursue  the 
matter  further.  "No  doctor  has  yet 
offended  twice  with  our  arrangement," 
he  said. 


Three  major  sticking  points  remain  at 
issue  between  the  Pharmaceutical  Ser- 
vices Negotiating  Committee  and  the  De- 
partment of  Health  following  the  Franks 
panel  report  on  chemists'  remuneration. 

Details  of  the  Department's  "package" 
put  to  PSNC  last  month  are  still  not 
available,  but  it  emerged  this  week  that 
the  matters  causing  PSNC  most  concern 
are:  — 

□  The  holding  of  a  discount  inquiry, 
the  date  of  its  implementation  and  the 
interpretation  of  its  findings. 

•□  The  imposition  of  an  interim  discount 
scale. 

□  Machinery  for  establishing  a  review 
body  procedure  as  recommended  by  the 
Franks  panel. 

Mr  Alan  Smith,  PSNC's  chief  execu- 
tive, points  out  that  having  committed 
itself  in  advance  to  accepting  the  panel's 
findings,  PSNC  must  agree  to  the  hold- 
ing of  a  discount  inquiry;  it  might  also 
have  to  agree  to  the  results  being  back- 
dated— but  not  to  the  extent  that  the 
Department  appears  to  be  asking.  Mr 
Smith  said  on  Monday:  "It  is  generally 
accepted  that  discounting  did  not  really 
start  until  mid-1978,  so  anything  awarded 
by  the  panel  up  to  then  should  be  sacro- 
sanct." 

It  would  also  be  unfair  for  the  De- 
partment to  seek  to  take  advantage  of 
discounts  given  to  chemists  without 
taking  into  account  the  investment  in 
OTC  goods  that  goes  towards  achieving 
the  discount.  Consideration  of  discounts 
within  vertically-integrated  companies 
(as  recommended  by  the  panel)  must  in 
the  same  way  take  account  of  the  costs 
borne  by  such  companies  in  warehousing, 
quality  control,  etc. 

PSNC  is  due  to  receive  the  Depart- 
ment's final  proposals  for  implementing 
the  panel's  report  in  time  for  its  meeting 
next  week.  The  Committee  will  then 
formulate  recommendations  to  be  put 
to  the  conference  of  LPC  representatives 
on  January  27. 

Balance  sheet  background 

PSNC  have  released  further  information 
concerning  the  increase  of  8p  in  the  pro- 
fessional fee  effective  from  January  1, 
1980  (last  week,  p4).  Taken  together 
with  maintenance  of  the  on-cost  at  11.3 
per  cent — which  yields  an  extra  3p  per 
prescription  if  net  ingredient  cost  rises 
in  1980  as  forecast — the  increase  means 
that  contractors  will  receive  an  additional 
lip  per  prescription  from  this  month. 

With  no  change  in  fee,  it  was  pre- 
dicted that  the  up-dating  of  indices — 
and  in  particular  incorporation  of  the 
new  notional  salary — would  have  left 
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contractors  underpaid  by  some  £19m.  In 
addition,  PSNC  and  the  Department 
have  yet  to  agree  on  the  question  of 
property  costs  (though  it  is  accepted 
that  any  increase  will  be  back-dated  to 
1977)  and  have  also  to  negotiate  the 
notional  salary  for  1980.  PSNC  estimates 
that  when  these  matters  are  settled  con- 
tractors could  have  been  some  £28m 
short  by  the  end  of  the  year  without 
adjustment  of  fees.  It  is  stressed  that 
these  increases  are  all  due  to  application 
of  indices  reflecting  contractors'  in- 
creased costs  (including  £12m  from  the 
1979  notional  salary  agreement). 

The  forecast  is  that  331m  prescriptions 
will  be  dispensed  in  1980.  This  figure  is 
on  a  par  with  the  1979  estimate  since  the 
DHSS  anticipates  that  the  higher  pre- 
scription charges  will  curtail  the  usual 
3-4  per  cent  annual  growth  rate.  The 
likely  increase  in  the  number  of  exempt- 
charges  and  pre-paid  prescriptions  will 
have  a  short-term  adverse  effect  on  con- 
tractors' cash-flow  but  in  the  long  term 
it  is  reflected  in  their  capital  employed. 

The  comparative  figures  forecast  by 
PSNC  for  1979  and  1980  as  a  result  of 
the  professional  fee  increase  and  higher 
net  ingredient  cost  are  as  follows:  — 

1979  1980 
Professional  fee  24.5p  32. 5p 

On-cost  22.  lp  25.4p 

Total  46.6p  57.9p 

The  increase  amounts  to  24.24  per 
cent.  In  1975  the  amount  due  to  con- 
tractors in  the  balance  sheet  was 
£101. 8m;  the  first  forecast  for  1980 
shows  that  figure  almost  doubled  at 
£201. 9m. 

Success  in  stopping 
multiple  prescribing 

A  scheme  set  up  by  Liverpool  Family 
Practitioner  Committee  to  stop  doctors 
from  multiple  prescribing,  is  working 
well,  according  to  a  local  pharmacist 

When  a  pharmacist  receives  a  pre- 
scription known  to  be  for  more  than 
one  patient  he  endorses  it  "For  two 
persons."  The  pricing  bureau  then  refers 
the  matter  to  the  FPC  which  arranges 
for  the  doctor  to  be  interviewed  by  a 
subcommittee  consisting  of  a  pharmacist, 
a  doctor  and  a  lay  member  of  the  FPC. 

The  subcommittee  points  out  that 
multiple  prescribing  is  against  the 
doctor's  terms  of  service  and  that  fur- 
ther breaches  will  be  referred  to  a  for- 
mal service  committee  hearing. 

About  half  a  dozen  doctors  have  been 
interviewed  since  the  arrangement  was 
started    last    September.    Mr  Richard 


Eli  Lilly  fight 
llosone  ban 


Eli  Lilly  &  Co  are  fighting  the  Food 
and  Drug  Administration's  proposals  to 
ban  llosone  tablets  and  capsules  in  the 
US  (C&D,  last  week,  p6). 

According  to  a  statement  issued  in  the 
UK  this  week,  the  company  believes 
the  proposals  are  "unwarranted"  and 
"plans  to  pursue  all  available  legal  pro- 
cedures to  sustain  opposition." 

The  company  strongly  believes  that 
llosone  should  continue  to  be  available 
in  countries  where  it  is  marketed  at 
present  and  that  "decisions  regarding 
its  availability  be  based  upon  sound 
medical,  scientific  judgment."  The  state- 
ment adds,  "The  Department  of  Health 
is  being  kept  fully  advised  of  the 
situation." 

The  FDA's  bureau  of  drugs  believes 
that,  in  adults,  erythromycin  estolate  is 
more  likely  to  cause  liver  damage  than 
other  forms  of  erythromycin  and  has 
no  compensating  benefits. 

Formulary  up-dated 

The  National  Pharmaceutical  Associ- 
ation's Compendium  of  Past  Formulae 
has  been  brought  up  to  date  with  the 
publication  of  a  supplement  covering 
the  years  1967  to  1976. 

The  original  Compendium  (which  has 
statutory  force)  was  published  in  Dec- 
ember 1969— just  before  metrication  in 
pharmacy— and  covered  the  period  1933 
to  1966.  The  new  supplement  (which 
does  not  include  the  current  British 
National  Formulary,  1976-78)  is  avail- 
able from  the  NPA  at  Mallinson  House, 
40  St  Peter's  Street,  St  Albans,  Herts 
AL1  3NP.  Price  is  £1  including  postage 
and  packing;  the  main  Compendium 
costs  £1.50. 

Isordil  recall 

Ayerst  Laboratories  Ltd  say  that  exam- 
ination of  two  batches  of  Isordil  tablets 
lOmg  has  shown  a  possibility  of  mould 
growth  on  the  tablets  and  a  recall  is 
necessary.  The  batches  involved  are 
Isordil  lOmgXlOO,  batch  no  45  XJ,  and 
Isordil  10mgx250,  batch  no  33  XJ.  All 
wholesalers  have  been  asked  to  return 
stocks  for  immediate  replacement  and, 
should  general  practice  pharmacists 
have  these  tablets,  Ayerst  will  gladly  re- 
place them.  The  packs  were  despatched 
during  the  period  beginning  November 
6,  1979  until  the  end  of  the  year.  Ayerst 
Laboratories  Ltd.,  Invincible  Road, 
Farnborough,  Hants  GU14  7QH. 
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Steel  strike 
could  affect 
supplies 


Further  test  of  sanpro  on  TV 


Metal  Box,  who  supply  around  73  per 
cent  of  aerosol  cans  and  65  per  cent  of 
food  cans  to  British  industry,  say  that 
there  is  no  immediate  danger  of  supplies 
running  out  at  this  stage  in  the  steel 
dispute. 

About  85  per  cent  of  their  steel  comes 
from  British  Steel  but  they  say  the 
effects  of  the  strike  have  not  yet  had 
any  major  repercussions.  Stocks  of 
aerosol  cans  are  sufficient  for  January 
but,  they  say,  a  steel  shutdown  lasting 
into  February  could  cause  some  short- 
ages. Their  stocks  of  food  cans  varies 
according  to  the  size  and  shape  required, 
but  overall  they  have  about  four  weeks' 
supply. 

However,  this  week,  secondary  picket 
lines  were  set  up  around  three  of  the 
Metal  Box  factories  making  cans  for 
food.  A  company  spokesman  told  C&D 
that  all  movement  of  materials  into  the 
factory  and  stocks  out  had  ceased  on 
Tuesday,  but  pickets  had  only  turned 
up  at  two  of  the  three  factories  on 
Wednesday.  It  is  not  sure  how  long  the 
picketing  will  continue  as  secondary 
action  against  private  companies  has 
been  banned  by  the  steel  unions,  but 
supplies  to  major  customers  of  Metal 
Box  could  be  affected  by  next  week  if 
the  picketing  continues. 

The  company  has  made  representations 
to  the  union  protesting  against  its  action. 
A  spokeswoman  told  C&D:  "We  totally 
deplore  the  action  of  these  secondary 
pickets." 

The  British  Aerosol  Manufacturers 
Association  says  that  industrial  users  of 
aerosol  cans  have  supplies  to  take  them 
into  March,  though  a  very  prolonged 
strike  may  mean  the  substitution  of  some 
sizes  and  shapes  of  canisters  for  others. 

Heinz  say  they  have  enough  supplies 
of  cans  for  full  production  for  many 
weeks,  but  add  it  would  be  impossible 
to  switch  over  the  production  of  baby 
foods  to  glass  jars  if  a  prolonged  strike 
necessitated  curtailment  of  production. 

Food  labels  report 

The  Food  Standards  Committee's  second 
report  on  food  labelling,  published  re- 
cently, calls  for  changes  in  the  law  to 
provide  the  consumer  with  greater  in- 
formation on  labels,  in  advertisements 
and  in  relation  to  non-prepacked  food. 

It  also  recognises  the  Obligations  on 
the  TJK  imposed  by  the  EEC  Food 
Labelling  Directive — proposals  for  legisla- 
tion to  implement  the  Directive  will  be 
issued  for  comment  shortly,  these  will 
incorporate  a  number  of  the  Committee's 
recommendations.  Food  Standards  Com- 
mittee Second  Report  on  Food  Labelling, 
HM  Stationery  Office,  price  £3.75. 


The  Independent  Broadcasting  Authority 
has  decided  to  allow  a  further  six 
months  test  for  sanpro  advertising. 

Kimberly-Clark  and  Johnson  &  John- 
son Ltd  are  taking  advantage  of  the 
experiment.  A  six  month  trial  held  last 
year  was  "inconclusive,"  according  to 
the  IBA,  who  received  several  letters 
objecting  to  the  advertisements  and  has 
already  had  "one  or  two"  complaints 
about  the  current  campaigns  which 
started  at  the  end  of  December.  The 
first  venture  into  television  advertising 
was  in  1972  when  Lilia-White  ran  a 
commercial  for  Lil-lets.  This  company 
is  not  taking  part  in  the  latest  test. 

When  asked  whether  this  test  would 
lead  to  a  final  decision  on  sanpro  ad- 
vertising, an  IBA  spokeswoman  said  it 
would  depend  on  the  results  obtained 
from  "well-defined  research"  into  con- 
sumer attitudes. 

Johnson  &  Johnson  Ltd  are  spending 
£600,000  on  their  campaign  for  Carefree 
and  Vespre.  The  former  will  be  adver- 
tised in  Westward,  Channel  Islands, 
Ulster  and  Border  areas  until  February 
3,  then  in  all  areas  except  Anglia  from 
February  18  to  March  30.  Vespre  will 
be  advertised  from  January  21  to  April 
20  in  all  areas  except  Anglia,  where 
sanpro  advertisements  have  not  been 
accepted. 

Mike  Corzberg,  business  development 
manager  for  Carefree  says,  "When  Care- 
free panty  shields  advertising  was  tested 
last  year  in  the  London  ITV  region  sig- 
nificantly higher  than  expected  sales 
increases  were  achieved  in  this  region 


compared  to  others.  Awareness  of  Care- 
free panty  shields  in  the  London  area 
was  more  than  double  that  in  the  areas 
which  did  not  receive  television  support. 
The  rate  of  sale  was  42  per  cent  higher 
in  London,  despite  some  out-of-stock 
situations.  Television  advertising  cer- 
tainly worked  for  us  and  for  the  trade 
the  first  time  round." 

Kimberly-Clark's  campaign  for  Sim- 
plicity will  run  until  January  20  in  the 
London,  Southern,  Trident  and  Stags 
television  areas. 

The  advertisements  are  all  restricted  to 
showing  after  9pm. 

No  more  need  for 
smallpox  vaccination 

Smallpox  vaccination  of  the  general 
public,  and  vaccination  certificates  for 
international  travellers  are  no  longer 
justified,  the  World  Health  Organisation 
has  confirmed. 

A  WHO  Commission  has  accepted 
the  evidence  that  smallpox  has  been 
completely  eradicated  and  has  recom- 
mended that,  "Because  vaccination  may 
result  in  serious  complications,  which 
are  occasionally  fatal,  no  one  except  in- 
vestigators at  special  risk  should  be 
vaccinated  in  any  country,  including 
those  where  monkeypox  has  occurred." 

However,  as  a  form  of  "insurance 
against  the  unknown,"  the  Commission 
has  recommended  that  sufficient  vaccine 
stocks  to  vaccinate  200  million  people 
be  maintained  indefinitely  by  WHO. 
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Guidance  issued  for 
new  'supervision' 
rules  from  February  1 


Pharmaceutical  organisations  are  re- 
minding members  and  advising  the  pub- 
lic that  from  February  1  all  medicines, 
except  those  on  the  General  Sale  List, 
must  be  sold  from  pharmacies  and  under 
the  supervision  of  a  pharmacist. 

January  31  is  the  last  day  of  the  two- 
year  transitional  period  granted  under 
Part  III  of  the  Medicines  Act  1968  to 
give  non-pharmacy  retailers  time  to  clear 
stocks  of  medicines  becoming  controlled 
for  the  first  time.  A  Pharmacy  Medicine 
is  any  human  or  animal  medicine  not 
included  in  the  General  Sale  List,  Mer- 
chants List  (PML)  or  listed  as  a  Pre- 
scription Only  Medicine  under  the  Part 
III  Regulations.  All  unlicensed 
"chemists'  nostrums"  are  Pharmacy 
Medicines  even  if  they  contain  only  GSL 
ingredients. 

Products  now  restricted 

Anthelmintics,  eye  drops  (but  not  eye 
lotions  or  eye  drops  specifically  for  use 
with  contact  lenses),  eye  ointments  and 
medicinal  products  for  parenteral  use 
in  humans  will  all  be  restricted  to  phar- 
macies. All  solid-dose  products  containing 
aspirin  and  paracetamol  will  be  Phar- 
macy Medicines  unless  packed  in  25s  or 
less  when  they  will  be  GSL.  Effervescent 
analgesic  tablets  such  as  Alka-Seltzer 
will  be  GSL  in  packs  of  up  to  30;  for 
powders,  the  maximum  pack  size  in  non- 
pharmacy  outlets  will  be  10  sachets. 

The  National  Pharmaceutical  Associa- 
tion is  sending  members  a  leaflet  out- 
lining the  new  requirements  and  listing 
PML  and  Pharmacy  Medicines.  The 
leaflet  advises  that  the  degree  of  super- 
vision required  when  selling  Pharmacy 
Medicines  is  the  same  as  was  necessary 
when  selling  Part  1  Poisons,  that  is,  a 
pharmacist  must  be  present  and  must 
either  make  the  sale  himself,  or  be 
aware  of  what  is  happening  and  be  close 
enough  to  intervene  if  necessary. 

Keep  out  of  reach 

The  'NPA  recommends  that  members 
check  their  stock,  identify  all  Pharmacy 
Medicines  and  remove  them  from  the 
reach  of  customers.  "In  particular,  they 
should  not  be  on  open  counters,  self- 
service  or  self-selection  units." 

From  February  1  owners  of  animals 
kept  for  domestic — as  opposed  to  business 
— purposes  will  have  to  buy  PML  medi- 
cines from  a  pharmacy,  the  leaflet  adds, 
drawing  attention  to  the  fact  that  horse 
wormers  are  included  in  this  group. 
"This  is  not  only  a  gap  for  pharmacists 
to  fill,  it  is  a  major  business  opportunity 
for  NPA  members.  .  .  .  Consider  how 
far  you  might  usefully  extend  your  range 
of  pet  medicines  on  the  PML  list — they 


are  exclusively  yours — make  the  most 
of  the  opportunity." 

The  Pharmaceutical  Society  has 
issued  a  statement  to  the  national  Press, 
radio  and  television,  saying  that  the 
purpose  of  the  regulations  is  to  help 
control  medicines  which  could  be  harm- 
ful if  misused  in  quantity.  "Such  sales 
will  come  under  the  supervision  of  phar- 
macists who  will  be  able  to  use  their 
judgment  in  respect  of  proposed  pur- 
chases and  give  advice." 

The  statement  mentions  eight  examples 
of  products  which  will  be  available  only 
from  registered  pharmacies  under  the 
supervision  of  a  pharmacist:  Senokot, 
Multivite,  Ironplan,  Murine,  Optrex  eye 
drops,  Dequadin  lozenges,  Panadol  (large 
pack),  and  Selsun  shampoo. 

A  Press  statement  from  the  Proprietary 
Association  of  Great  Britain  quotes  the 
executive  director,  Mr  John  Wells,  as 
saying:  "The  General  Sale  List  follows 
existing  practice  so  closely  that  the  pub- 
lic will  hardly  be  aware  of  its  implemen- 
tation. They  will  still  be  able  to  buy  the 
same  effective  medicines  for  common 
complaints  in  their  corner  shop,  grocer, 
or  supermarket,   as   well  as   at  their 


In  a  letter  to  The  Times  this  week  Mr 
David  Sharpe,  the  Pharmaceutical 
Society's  president,  says  in  reference  to 
an  EEC  draft  Directive,  that  medicines 
need  separate  treatment  when  it  comes 
to  product  liability. 

The  Directive  recommends  automatic 
compensation  for  anyone  who  suffers 
detrimental  effects  from  a  defective  pro- 
duct, the  liability  lying  with  the  pro- 
ducer. Mr  Sharpe  says  that  in  the  case 
of  drugs  "an  adverse  effect  may  not 
manifest  itself  for  some  time  and  it  might 
be  difficult  to  attribute  it  to  a  particular 
medicine"  from  a  particular  producer. 
He  goes  on  to  say:  "Medicines  act  on 
a  biological  system  and  there  is  always 
a  balance  between  benefit  and  risk." 

His  solution  lies  in  a  central  fund 
for  damages  against  pharmaceutical 
companies.  The  fund  "could  then  com- 
pensate all  appropriate  patients  and  then 
seek  to  recover  from  negligent  pro- 
ducers." Mr  Sharpe  believes  that  a  law 
which  required  the  implementation  of 
the  EEC  proposals  would  result  in  the 
patient  being  the  loser. 

"Strict  liability"  on  the  producer 
would  also  mean  an  end  to  the  defence 
of  "development  risk" — that  is  that  the 
producer  has  done  all  he  could  to  prove 
the  product  safe  at  the  time  of  develop- 
ment— and  a  shift  in  burden  of  proof  of 
negligence  from  consumer  to  producer. 


chemist.  And  this  final  phasing  in  of  the 
regulations  is  merely  a  statutory  'catch- 
ing-up'  in  line  with  Government  think- 
ing on  the  need  for  home  medicines  to 
be  widely  available." 

The  Proprietary  Association's  state- 
ment adds  that  "the  important  function 
of  the  pharmacist  in  advising  on  self- 
treatment  will  continue." 

An  article  in  The  Grocer  last  week 
commented  that  the  changes  are  minimal 
so  far  as  grocers  are  concerned.  "Amend- 
ments to  the  General  Sale  List  and  minor 
reformulation  by  manufacturers  mean 
that  grocers  will  be  able  to  continue 
selling  nearly  all  the  products  they  sell 
at  present." 

Mr  G.  Hannah,  marketing  manager, 
Nicholas  Laboratories  Ltd  pharma- 
ceutical division,  is  quoted  as  saying: 
"In  the  short  term  the  loss  of  the  larger 
pack  sizes  of  analgesics  to  grocery  out- 
lets could  have  a  marginal  effect. 
Grocers,  however,  account  for  about  30 
per  cent  of  over  the  winter  analgesic 
sales  and  in  the  longer  term  this  should 
be  unaffected. 

'There  could  well  be  an  increase  in 
frequency  of  purchase  of  smaller  pack 
sizes  and  thus  any  loss  of  shelf  facings 
due  to  removal  of  the  larger  packs 
should  be  used  to  increase  display  of  the 
permitted  sizes.  The  housewife  has  come 
to  expect  a  certain  range  of  medicines 
to  be  available  through  grocers  and  the 
spaces  devoted  to  this  section  should  be 
maintained.  Medicines  in  general  are  a 
profitable  line  and  represent  an  oppor- 
tunity for  expansion  in  the  health  and 
beauty  sector." 


The  CBI  have  protested  at  the  draft's 
recommendations  saying  that  they  hold 
manufacturers  responsible  for  "defects 
in  their  products  which  nobody  could 
possibly  forsee".  They  believe  that  the 
EEC  should  follow  the  new  US  legislation 
which  holds  manufacturers  liable  for 
product  injuries  only  if  they  can  be 
proved  to  be  at  fault. 

The  Consumers  in  the  European  Com- 
munity Group,  which  represents  22 
British  consumer  organisations,  whole- 
heartedly supports  the  proposal,  believ- 
ing that  the  extra  insurance  costs  needed 
to  cover  the  manufacturer  "are  likely 
to  be  minimal." 

Quoting  from  an  official  of  the  Com- 
mercial Union  Assurance  Co  Ltd  the 
CBCG  reports  that  even  if  insurance  pre-  II 
miums  doubled  the  costs  would  only  in- 
crease from  0.01  per  cent  of  turnover 
to  0.02  per  cent — "Pharmaceutical  in- 
dustry rates  would  be  likely  to  be  a 
greater  percentage,  but  even  a  higher 
increase  from  a  higher  current  rate 
would  be  unlikely  to  produce  an 
additional  cost  that  is  unacceptable." 

The  CECG  is  also  dismissive  of  the 
argument  that  the  proposals  would  in- 
hibit innovation.  They  state  that  there 
is  no  evidence  to  suggest  that  new  pro- 
ducts are  not  being  brought  onto  the 
market  in  those  areas  where  strict  lia- 
bility already  exists. 


Call  for  drug  compensation  fund 
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OUR  PLANS  TO 

FILL  THE 
YAWNING  GAP  IN 

THE  DENTURE 

FIXATIVE  MARKET 

You  may  "find  it  hard  to  swallow, 
but  research  has  shown  that  only  796  of  all 
denture  wearers  use  a  fixative. 

The  rest  aren't  aware  of  fixatives  or  how 
they  can  help  with  denture  problems. 

So,  even  though  Super  Wernets  is  still 
far  and  away  brand  leader  with  a  fantastically 
loyal  following,  that  still  leaves  an  enormous 
untapped  market. 

A  yawning  gap  we're  going  to  fill. 

PLAN  L  MASSIVE  ADVERTISING. 

Starting  in  February,  we're  running 
the  biggest,  best  researched  advertising 
campaign  any  denture  fixative  ever 
received. 

With  big  spaces  and  double  page 
spreads  in  national  press  and  general 
magazines,  it's  advertising  that  will  do  a 
massive  educational  job. 

And  it's  bound  to  bring  in  a  lot  of  newly 
informed  customers. 

PLAN  2.  NEW  PACKS. 

The  volume  per  pack  will  be  bigger 
than  ever,  because  Super  Wemets  will  be 
keeping  ahead  of  EEC  regulations  and 
changing  over  to  metric  sizing. 

But  without  any  real  price  increase. 


PLAN  3.  BONUS  OFFERS. 

Super  Wernets  is  also  on  special  bonus 
offer  right  now.  Ask  your  Stafford-Miller 
representative  about  it.  And  also  about 
further  promotions  we  have  lined  up. 

But  remember  all  those  people  who 
don't  use  a  fixative  when  you  restock  Super 
Wernets. 

Because  once  we  fill  them  in  on  the 
facts,  you'll  get  your  share  of  the  profits. 
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0VERC-5M. 
IV  CAMPAIGN. 


MARKET 


AFTERTHOSE  FIGURES, 
OUR  COMPETITORS  WILL  PROBABLY  NEED, 
ONE  TO  SETTLE  THEIR  STOMACHS  I 


ffip^  Rennie.The  Brand  LeaderAvailable  in 12,25, 50 and  100  tablet  packs. 

^^^^  Rennie  is  a  registered  trade  mark 
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TOPICAL  REFLECTIONS 

by  Xrayser 


Mr  Evans 

Mr  Martin  Evans,  president  of  the 
British  Pest  Control  Association  and  an 
entomologist  with  Wellcome  Found- 
ation Ltd,  has  been  elected  president  of 
the  Confederation  of  European  Pest 
Control  Associations.  Mr  Charles 
Keeble,  director  of  BPCA,  has  "been 
appointed  director-general  of  CEPA. 

Deaths 

Cochrane:  On  December  15,  Mr  John 
Alfred  Cochrane,  MPSNI,  67  Castle- 
hill  Road,  Belfast  4.  Mr  Cochrane,  who 
qualified  in  1939,  had  recently  retired 
and  sold  his  business  at  11  King's 
Road,  Belfast. 

Pring:  On  December  22,  William 
Edward  Dudley  Pring,  MPS,  62  Wren 
Road,  Sidcup,  Kent.  Mr  Pring  qualified 
in  1931. 

Richards:  On  December  27,  at  home,  Mr 
Bernard  Austin  Richards,  MPS,  29b  St 
Johns  Avenue,  Putney.  Mr  Rich- 
ards qualified  in  1929  and  ran  his  own 
business,  (Starr  &  Co.)  at  Gray's  Inn 
Road,  London. 

Robertson:  Suddenly  on  December  16  at 
Marreldene,  Kilberchan  Road,  Johnstone, 
Mr  William  P.  Robertson,  MPS.  Mr 
Robertson  qualified  in  1933. 

News  in  brief 

□  The  net  gain  of  pharmacies  to  the 
Pharmaceutical  Society's  Register  (C&D 
p994)  was  for  November  and  not  as 
stated. 

□  The  Department  of  Health  notice 
FPN  240,  now  being  sent  to  pharmacist 
contractors,  details  the  higher  "out  of 
hours"  professional  fees  for  correcting 
oxygen  sets  which  are  not  functioning 
properly. 

□  The  Indian  Pharmaceutical  Guide 
1979  is  now  available.  The  guide  (price 
in  India  Rsl20/-)  gives  information  on 
•the  Indian  pharmaceutical  industry,  the 
laws  relating  to  drugs,  addresses  of 
pharmaceutical  organisations,  distribu- 
tors, manufacturers  and  chemists. 
Details  from  Pamposh  Publications, 
E-38  Hauz  Khas,  New  Delhi  110  016. 
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Big  deal 


Since  photography  has  been  a  hobby  of  mine  for  as  long  as  I  can 
remember,  developments  have  been  followed  with  interest.  They  are 
absorbed  in  the  same  way  as  by  your  football  enthusiast  who  simply 
knows,  without  any  apparent  effort  of  learning,  who  kicked  the  winning 
goal  in  the  1905  Cup  Final.  (Was  there  a  Cup  Final  in  1905?)  For  this 
reason  I  generally  find  it  quicker  to  check  my  photographic  stock 
personally  when  I  have  newish  staff,  so  as  to  avoid  finding  myself  with 
six  dozen  assorted  Kodachromes  instead  of  Kodacolor. 

Not  only  that — there  are  subtleties  in  format,  names  and  types  which 
are  not  apparent  to  the  uninitiated.  I  carry  a  couple  of  Minox  films 
for  a  special  customer  and  three  CNS  rapid.  "Rapid?"  I  was  asked,  "is 
that  instant?"  And  then  Instamatic  .  .  .  "Is  that  instant,  too,  like 
Polaroid?"  How  do  I  explain  that  while  we  might  order  a  dozen  120 
colour  films  we  only  want  one  620? 

Before  Christmas  I  topped  up  the  stock,  knowing  that  we  had  a  few 
20c  Polaroid  films.  Unfortunately  I  still  have  three  and  read  with  dismay 
that  Polaroid  have  discontinued  them.  "Never  mind,"  I  thought,  reading 
on,  "they  are  going  to  offer  our  customers  a  special  trade-in  offer  on  the 
new  1000  model."  But  reading  further  again  I  see  that  we  won't  be 
getting  any  slice  of  that  action  because  the  customers  will  have  to  post 
their  old  camera  and  a  cheque  for  £12.75  direct  to  Polaroid  who  will  then 
send  a  new — sorry,  refurbished — model  1000  by  return.  Which  means 
that  we  will  have  to  take  some  stick  from  disgruntled  would-be  20c  film 
buyers  and  will  have  to  explain,  no  doubt  at  length,  the  kind  of 
arrangement  made  for  their  benefit.  For  no  profit. 

Anyway,  where  are  all  these  "refurbished"  1000s  coming  from? 
I  haven't  seen  any  that  were  other  than  perfect.  Irritating,  but  since  this 
New  Year  my  resolution  was  to  be  "positive  and  constructive"  perhaps 
Polaroid  would  help  their  retailers  by  offering  the  scheme  through  them. 
They  could  replace  the  1000  camera  for  the  dealer's  cheque  for  £12.75 
plus  the  back  of  the  old  camera  (to  save  postage)  and  a  filled-in  1000 
guarantee  card,  compensating  us  for  the  work  by  giving  us  a  few  SX70 
films.  Seems  reasonable? 


Chicken  or  the  egg 


I  was  intrigued  by  a  suggestion  in  the  correspondence  column  last 
week.  The  letter  proposed  that  we  who  honestly  think  that  the 
discounting  of  "ethicals"  was  a  retrograde  step  should  each  write  to  our 
suppliers  saying  that  we  no  longer  want  discounts,  and  asking  them 
to  acknowledge  this  with  a  letter  saying  that  they  won't  give  us  any. 
This  in  turn  would  be  passed  to  the  DHSS  who  presumably  would  have 
to  pay  us  full  price  plus  11  per  cent  on-cost.  It  is  an  attractive  idea,  but 
alas  I  believe  it  is  too  late  for  that  style  of  integrity  to  be  easily 
reinstated.  Although  we  can  see  the  proposal  makes  sense,  the  getting 
of  discounts,  even  though  we  know  it  may  not  be  to  our  long  term 
advantage,  is  irresistible.  Even  suppose  we  agreed  the  idea  with  every 
wholesaler,  are  we  going  to  turn  down  special  offers  from  reputable 
firms  like  Cox  or  Berk?  Manufacturers  are  well  aware  that  wholesalers 
are  able  to  give  discounts  and  still  remain  viable.  There  are  some 
(Beechams  already)  which  see  this  as  an  opportunity  to  squeeze 
themselves  another  2\  per  cent  profit  by  reducing  wholesalers'  margins. 
Then,  too,  the  DHSS  might  see  no  reason  why  they  should  not  ask 
for  a  discount  from  wholesalers. 

The  trouble  is  that  the  discount  egg  has  hatched  into  a  big  chicken. 
The  fact  that  we  should  never  have  let  it  hatch  is  beside  the  point, 
for  it  is  half  eaten  already  and  soon  we  will  only  have  the  bones  to 
boil.  It  will  be  our  negotiators  who  must  try  to  ensure  that  the  gruel 
remains  nourishing,  and  see  that  if  our  NHS  cheques  are  to  be 
discounted  because  of  this  chicken  diet,  the  smaller  businesses  like 
mine,  and  Cui  Bono's,  will  be  left  with  a  bit  more  than  the  parson's 
nose  or  potage  de  beak  and  feathers. 
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PROTECTS  TEETH  FROM  DECAY 


PROCTER  &  GAMBLE  HAVE  ANNOUNCED 
SIMPLIFIED  PROMOTIONAL  HANDLING 

IN  1980 


COMMENCING  DEC  31st  1979 
We  will  suspend  the  day  to  day  use 
of  printed  price  messages  on 
pack  and  will  phase  in  normal 
pack  only.  Case  prices  of  these 
normal  packs  will  be  both 
competitive  in  the  market  place 
and  offered  to  all  our  customers 
on  a  non-discriminatory  basis. 


EFFECTIVE  DEC  31st  1979 

H  e  will  also  suspend  the 
use  of  Recommended  Retail 
Prices  on  our  Brands, 
allowing  the  Trade  to  set  their 
own  competitive  selling  prices  . 


WHAT  WILL  YOU  AND  YOUR  CUSTOMERS  GAIN? 


FOR  YOU 

-Simplified  instore  handling  of 
our  products. 

*  Simpler  shelf  pricing 

*  Simpler  stock  control 

*  You  set  your  own 
competitive  pricing 

*  Your  promotions  are 
more  impactful. 


FOR  THE  CUSTOMER 

-Easier  shopping  decisions 

*  Your  price  is  the  on_ly_  price 
she'll  see 

*  Less  pricing  confusion 
instore 

*  Consumer  promotions  will 
be  easier  to  recognise. 


If  you  agree  with  us  that  these  moves  will  make  for  better  retailing 
in  the  80's  then  show  your  support  instore! 

CHECK  THE  CASE  PRICES  WHEN  YOU  BUY  P&G  BRANDS  AND  THEN 
COMMUNICATE  YOUR  COMPETITIVE  RETAIL  PRICES  TO  YOUR 
CUSTOMERS 
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PRESCRIPTION 
SPECIALITIES 


Long-acting  morphine 
tablets  reduce  'peaks' 


Napp  Laboratories  Ltd  have  developed  a 
controlled  release  morphine  sulphate 
tablet.  MST-1  Continus  tablets  have  been 
designed  to  maintain  morphine  plasma 
levels  for  at  least  eight  hours  and  up  to 
12  hours,  minimising  "peaking  and 
troughing"  and  allowing  oral  treatment 
on  a  more  convenient  twice  daily  dosage. 
Pain  control  through  the  night  is  also 
possible  without  disturbing  the  patient. 

MST-1  CONTINUS  tablets 

Manufacturer  Napp  Laboratories  Ltd, 
Hill  Farm  Avenue,  Watford,  Herts 
Description  Golden  brown,  film  coated 
biconvex  tablet  containing  morphine  sul- 
phate lOmg  in  Continus  controlled  release 
system 

Indications  Prolonged  relief  df  severe 
and  intractable  pain 

Contraindications  Respiratory  depression, 
obstructive  airways  disease.  Concurrent 
administration  of  monoamine  oxidase  in- 
hibitors or  within  two  weeks  of  discon- 
tinuation of  treatment.  Not  recom- 
mended for  paediatric  use  or  in  preg- 
nancy 

Dosage  One  or  two  tablets  twice  daily; 
may  be  increased  where  necessary.  Should 
be  swallowed  whole 

Precautions  As  with  all  narcotics  a  reduc- 
tion in  dosage  may  be  advisable  in  the 
elderly,  in  hypothyroidism  and  ohronic 
hepatic  disease 

Side  effects  Tolerance  and  dependence 
may  occur.  Nausea  and  vomiting  may  be 
troublesome 

Storage  In  a  cool  dry  place  protected 
from  light 

Packs  50  tablets  (£5.88  trade) 

Supply    restrictions   Prescription  Only. 

Misuse  of  Drugs  Act 

Issued  January  1980 

THEOCONTIN  CONTINUS 
tablets 

Manufacturer  Napp  Laboratories  Ltd, 
Hill  Farm  Avenue,  Watford,  Herts 
Description  White,  flat  bevelled  edge 
tablet  containing  theophylline  200mg  in 
Continus  controlled  release  system 
Indications  Treatment  and  prophylaxis 
of  bronchospasm  associated  with  asthma, 
emphysema  and  chronic  bronchitis. 
Treatment  of  cardiac  asthma  and  left 
ventricular  and  congestive  cardiac  failure 
Dosage  Adults — initially  one  tablet  twice 
daily,  taken  morning  and  evening.  May 
be  increased  to  a  maximum  of  two  twice 
daily.  For  night-long  prophylaxis  of 
bronchospasm — one  tablet  on  retiring,  in- 
creasing to  two  if  required.  Should  be 
swallowed  whole 

Side  effects  Risk  of  nausea,  gastric  irrita- 
tion, headache  and  CNS  stimulation 
usually  much  diminished 
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Storage  In  a  cool  dry  place  protected 
from  light 

Packs  50  (£2.76  trade);  250  (£13.39) 
Supply  restrictions  Pharmacy  Only 
Issued  January  1980 

FELDENE  capsules 

Manufacturer  Pfizer  Ltd,  Sandwich, 
Kent. 

Description  Maroon  and  blue  capsule 
coded  "Pfizer  FEL  10",  containing 
prioxicam  lOmg 

Indications  Rheumatoid  arthritis,  osteo- 
arthritis, ankylosing  spondylitis,  acute 
gout,  acute  musculoskeletal  disorders 
Contraindications  Hypersensitivity,  or 
patients  in  whom  aspirin  or  other  non- 
steroidal anti-inflammatory  drugs  induce 
asthma,  rhinitis  or  urticaria 
Dosage  Rheumatoid  arthritis,  osteo- 
arthritis, ankylosing  spondylitis — initially 
20mg  as  single  daily  dose;  most  patients 
will  be  maintained  on  this  dose.  Acute 
gout — 40mg  single  dose  initially  followed 
on  the  next  four  to  six  days  with  40mg 
daily  in  single  or  divided  doses;  not 
indicated  for  long-term  management  of 
gout.  Acute  musculoskeletal  disorders — 
40mg  daily  in  single  or  divided  doses  for 
first  two  days,  reducing  to  20mg  daily 
for  remainder  of  the  seven  to  14  day 
treatment  period 

Precautions  Safety  during  pregnancy  and 
lactation  not  yet  established.  Dosage 
recommendations  and  indications  for  use 
in  children  not  yet  established 
Side  effects  Gastro-intestinal  symptoms 
are  the  most  common  but  do  not  usually 
interfere  with  the  course  of  treatment. 
Peptic  ulceration  and  gastro-intestinal 
bleeding  have  been  reported  in  a  small 
number  of  cases.  Patients  with  a  history 
of  upper  gastro-intestinal  disease  should 
be  closely  supervised.  Long-term  adminis- 
tration of  30mg  or  more  carries  an 
increased  risk  of  gastro-intestinal  effects. 
Blood  urea  nitrogen  elevation  has  been 
seen  in  some  patients;  the  rises  are  not 
progressive  but  reach  a  plateau  which 
returns  towards  baseline  levels  of  treat- 
ment if  stopped.  Piroxicam  decreases 
platelet  aggregation  and  prolongs  bleed- 
ing time.  Decreases  in  haemoglobin  and 
haematocrit,  unassociated  with  obvious 
gastro-intestinal  bleeding,  have  occurred. 
Changes  in  different  liver  function  para- 
meters have  been  seen  and  some  patients 
may  develop  increased  serum  transa- 
minase levels.  Oedema,  mainly  ankle 
oedema,  has  been  reported  in  a  small 
percentage  of  patients 
Storage  Protect  from  light  in  a  cool,  dry 
place.  Shelf  life  three  years 
Pack  60  capsules  (£9  trade) 
Supply  restrictions  Prescription  Only 
Issued  January  1980. 


New  use  for  Corgard 
and  dose  for  Ipral 

Corgard  (nadolol)  has  now  been  approved 
for  use  in  the  long-term  management  of 
angina  pectoris.  The  initial  dose  is  40mg 
once  daily,  which  may  be  increased  at 
weekly  intervals  until  an  adequate 
response  is  obtained  or  excessive  brady- 
cardia occurs.  Most  patients  respond  to 
160mg  or  less  daily.  The  value  and  safety 
of  daily  doses  exceeding  240mg  have  not 
been  established.  If  treatment  is  to  be 
discontinued,  the  dosage  must  be  reduced 
over  at  least  two  weeks. 

Squibb  have  introduced  a  new  40mg 
strength  of  Corgard  (100,  £10.20  trade). 
The  mottled  white,  round,  biconvex 
tablets  are  unscored  with  "Squibb"  and 
"207"  engraved  on  one  side. 

Dosage  recommendations  for  Ipral  in 
long-term  and  prophylactic  therapy  have 
been  reduced  from  "one  tablet  twice 
daily"  to  "one  tablet  at  night".  A  500 
tablet  pack  size  is  now  available  (£23.50 
trade).  E.  R.  Squibb  &  Sons  Ltd,  Reeds 
Lane,  Moreton,  Merseyside  L46  1QW. 

Diamox  Sustets 
500mg  presentation 

Because  of  short  term  local  production 
difficulties,  Lederle  Laboratories  will  be 
introducing  a  slightly  different  presenta- 
tion of  Diamox  Sustets  500mg  produced 
by  their  parent  company  in  the  United 
States.  This  is  a  temporary  measure,  the 
new  capsules  being  phased-in  from  mid 
January. 

The  new  capsule  does  not  bear  a  pro- 
duct code  number  but  carries  only  the 
name  "Lederle".  It  is  an  orange  trans- 
parent capsule  containing  acetazolamide 
500mg  in  a  sustained  release  formulation; 
capsule  size,  colour  and  content  are 
unchanged.  Lederle  Laboratories,  division 
of  Cyanamid  of  Great  Britain  Ltd,  Fare- 
ham  Road,  Gosport,  Hants. 

Depixol  colour 
change 

Depixol  3mg  tablets  are  now  being  sup- 
plied to  wholesalers  as  yellow  tablets, 
replacing  the  scarlet  tablets.  The  change 
affects  only  the  colour  of  the  coating 
and  does  not  alter  the  formulation  in 
any  other  way.  Lundbeck  Ltd  recom- 
mend that  the  scarlet  tablets  are  used 
before  the  new  ones  are  dispensed. 
Lundbeck  Ltd,  Lundbeck  House,  Hast- 
ings Street,  Luton,  Beds. 
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Napcolour  move  into 
Scotland 


Napcolour  have  concluded  an  agreement 
with  Scotsfilm,  the  Wishaw-based  photo- 
finisher,  whereby  Napcolour  extend  their 
service  to  the  independent  dealers  of 
Scotsfilm. 

Scotsfilm  will  continue  as  a  processing 
laboratory  for  their  own  group  of  D&P 
outlets  (which  they  intend  to  expand)  but 
will  no  longer  offer  a  service  to  independ- 
ent dealers. 

Although  Napcolour  will  be  tem- 
porarily leasing  part  of  the  Wishaw 
premises  and  taking  over  some  of  the 
Scotsfilm  staff,  they  will  run  independ- 
ently of  Scotsfilm;  a  senior  Napcolour 
manager  will  be  based  at  Wishaw  to 
ensure  continuity  during  the  changeover 
and  will  supervise  the  establishment  of  a 
completely  new  laboratory. 

In  the  meantime,  processing  orders  will 
be  transported  overnight  to  Napcolour's 
Morley  laboratory,  where  production  has 
been  geared  to  ensure  speedy  return  of 
the  work.  To  strengthen  dealer  liaison 
and  to  provide  a  merchandising  service, 
Mr  Ian  Anderson  has  joined  Napcolour's 
Scottish  team  from  Heinz  Foods  and  a 
further  representative  is  currently  being 
recruited. 

Mr  Hal  Briscoe,  Napcolour's  marketing 
director,  comments:  "Research  indicates 
that  there  is  a  substantial  need  in  Scot- 
land for  the  type  of  services  Napcolour 
provide  and  our  trade  advertising  and 
editorials  have  always  generated  a  num- 
ber of  inquiries  from  north  of  the 
border. 

"1979  was  another  'vintage'  year  for 
Napcolour  dealers  with  average  D&P 
turnover  increases  well  in  excess  of  mar- 
ket growth.  Our  promotional  plans  for 
1980  are  even  more  exciting  and  we  are 
delighted  to  be  able  to  offer  the  same 
successful  package  to  Scottish  dealers." 
Napcolour  Laboratories  Ltd,  76  Lower 
Bridge  Street,  Chester  CHI  1RU. 

Holiday  savings 
from  Savlon 

500ml  bottles  of  Savlon  liquid  antiseptic 
are  to  carry  an  offer  saving  up  to  £20  on 
a  holiday. 

The  consumer  is  invited  to  book  a 
holiday  through  R.  B.  Mills  (Travel) 
Ltd  of  York  enclosing  the  £5  voucher 
attached  to  the  bottle  for  each  member 
of  the  party.  There  must  be  a  minimum 
of  two  people  to  be  eligible  and  there 
is  a  maximum  of  four  people  to  each 
party. 

The  offer  closes  March  31,  1981  and 
applies  to  any  continental  holiday  with 
air  travel.  Shelf  strips  are  available  to 
support  the  promotion.  Care  Labora- 
tories Ltd,  161  New  Bond  Street,  London. 


New  look  for  Fastidia 

Lilia-White  open  their  1980  campaign 
with  the  spotlight  on  Fastidia,  now  made 
with  the  leakproof,  polythene  lining  with- 
in the  pad  instead  of  being  clearly  visible 
as  in  the  original  version.  The  product 
has  been  repackaged  with  a  more  "dis- 
tinctive and  colourful"  design  without 
losing  its  original  identity.  All  packets  of 
10s  are  being  flashed  "lOp  off  next  pur- 
chase, coupon  inside  pack".  The  outer 
cases  have  changed  to  oyster  board  as 
already  used  for  Dr  White"s,  Lilia  and 
Panty  Pads. 

Advertising  with  a  spend  of  £235,000 
this  year  will  continue  to  use  the  theme 
"Fastidia  is  the  mini  pad  to  use  with  a 
tampon".  Lilia-White  Ltd,  Alum  Rock 
Road,  Birmingham  B8  3DZ. 

Reg-u-letts  supply 

Cupal  Ltd  believe  there  is  some  con- 
fusion over  the  availability  of  Reg-u-letts 
laxative  tablets.  They  have  never  been 
withdrawn  or  temporarily  discontinued  so 
pharmacists  having  difficulty  in  obtaining 
supplies  should  contact  Cupal  Ltd, 
Pharmaceutical  Laboratories,  King  Street, 
Blackburn,  Lanes. 

Moisturising  mask 

Helena  Rubinstein  are  introducing  Skin 
Dew  moisturising  mask  (£5.95)  a  light 
creamy  mask  which  does  not  harden  on 
the  skin.  Helena  Rubinstein  Ltd,  76 
Oxford  Street,  London  W1A  1EN. 


New  from  Sassoon 
in  the  spring 

There  will  be  two  new  hair  care  products 
available  from  Vidal  Sassoon  in  March. 
A  blow  styling  lotion  (£1.69)  which  is 
said  to  "protect  against  heat  damage, 
calm  wisps,  control  shape  and  add  body 
and  shine".  Hair  in  the  Sun  (£1.99)  is  a 
product  which  is  said  to  s'h'ield  and  condi- 
tion the  hair  against  the  drying  effects  of 
the  sun.  It  is  a  gel  which  should  be 
combed  through  the  hair  before  sunbath- 
ing and  re-applied  after  swimming  as  a 
suntan  lotion  would  be.  It  rinses  out  at 
the  end  of  the  day.  Vidal  Sassoon,  56 
Brook  Street,  London  Wl. 

Propa  pH  supply 

Propa  pH  is  now  being  distributed  by 
Optrex  Ltd,  City  Wall  House,  Basing 
View,  Basingstoke,  Hants  RG21  2JP. 

Extra  discount  from 
French  of  London 

French  &  Scott  Ltd  are  offering  their 
French  of  London  stockists  a  new  year 
bonus  of  an  additional  10  per  cent  dis- 
count on  all  carriage-paid  orders  (value 
£25  or  over)  received  up  to  the  end  of 
February  1980.  Established  stockists  will 
be  sent  a  reply-paid  order  card  to  enable 
them  to  take  advantage  of  this  offer. 
French  &  Scott  Ltd,  717  North  Circular 
Road,  London  NW2  7AL. 

Ipso  sugar  sweets 
go  national 

Ipso,  the  sugar  sweet  from  Nicholas 
Laboratories,  is  now  on  national  distribu- 
tion— three  months  earlier  than  planned 
— following  improvements  in  production 
at  the  Roscommon,  Republic  of  Ireland, 
factory  which  has  increased  output  to 
over  one  million  packs  per  week. 

Heavy  weight  television  support  is 
planned  for  Scotland  and  the  north  of 
England  this  month  and  the  first  national 
burst  on  television  is  planned  for  April. 
During  the  launch  year  Nicholas  will  be 
spending  over  £500,000  to  support  Ipso. 
Nicholas  Laboratories  Ltd,  225  Bath 
Road,  Slough,  Berkshire  SL1  4AU. 

Tabac  'sale' 

Three  "January  sale"  offers  are  available 
on  Tabac  Original.  They  are  an  after- 
shave lotion  traveller  (£2.50),  aftershave 
with  free  key  ring  (£2.99)  and  75ml  after- 
shave (£1.75).  Each  offer  pack  carries  a 
red  and  white  sticker.  Eylure  Ltd,  Grange 
Industrial  Estate.  Llanfrechfa  Way, 
Cwmbran,  Gwent. 
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New  agency  to  call  on 
London  chemists 

Step  Into  Health  Ltd,  a  new  company 
operating  in  the  London  and  Home 
Counties  area,  has  been  appointed 
representative  agency  for  the  following 
manufacturers :  Undercover  Products 
International  Ltd  (Zero  throwaway 
pantees  and  Hygi  one-day  hankies); 
Fingerlure  Ltd  (nail  repair  kits  and  asso- 
ciated products),  and  A.  Nelson  Ltd.  (the 
long-established  manufacturers  of  homeo- 
pathic medicines  and  natural  toiletries). 

The  objectives  of  the  company,  says 
Michael  Earl,  managing  director,  are  to 
provide  an  in-depth  sales  and  merchandis- 
ing service  directly  to  independent 
chemists  in  an  area  where  many  manu- 
facturers are  finding  it  difficult,  due  to 
economic  factors  and  problems  of  tran- 
sient salespeople,  to  give  the  necessary 
support  to  their  customers.  Step  Into 
Health  Ltd,  15  Regents  Court,  Stone- 
grove,  Edgware,  Middlesex  (telephone  01- 
958  7706). 


Tudor's  two-for-one 
on  enlargements 

Customers  ordering  colour  enlargements 
through  Tudor  Photographic  dealers  will 
receive  an  equal  number  of  same  size  en- 
largements free. 

The  "two  for  one"  offer,  designed  to 
coincide  with  the  traditionally  busy  New 
Year  period  until  April  30,  is  being 
promoted  by  vouchers  inserted  in  all 
Tudor  D&P  orders,  supported  by  POS 
material. 

The  offer  applies  to  the  complete  range 
of  sizes  from  5  x  5in  to  11  x  4in,  each 
enlargement  coming  complete  with  free 
presentation  mount.  Tudor  Photographic 
Group  Ltd,  30  Ox  gate  Lane  Industrial 
Estate,  London  NW2  7HU. 

Olive  ornaments 

A  range  of  individual  carded  hair  orna- 
ments has  been  launched  by  Olive 
(Chemist  Sundries)  Ltd.  In  packs  of  12 
the  range  comprises  eight  curl  slides 
(£0.28-£0.40),  eight  Bobby  pins  (£0.24- 
£0.30),  two  Bobby  slides  (£0.24-£0.34), 
seven  hair  slides  (£0.23-£0.44)  with  side 
combs  (£0.31)  and  pony  tail  bands  (£0.29) 
on  individual  blister-packed  display  cards. 
Olive  (Chemist  Sundries)  Ltd,  Olive 
House,  70  Orpington  Road,  London  N21. 

Sunbeam  move 

Sunbeam's  sales  and  marketing  depart- 
ment will  be  changing  address  from  Janu- 
ary 21,  1980,  to  Sunbeam  Electric  Ltd, 
Rutherford  Road,  Daneshill  West,  Bas- 
ingstoke, Hants  RG24  0QY  (telephone 
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Calendar  cards  for  1980  with  the  message 
"keep  medicines  safely"  are  being  given 
away  by  Sterling  Health.  The  plastic  cards 
are  available  on  a  counter  display  unit 
carrying  Andrews  Liver  Salts  and  Milk  of 
Magnesia  liquid  and  tablets.  Sterling 
Health,  Surbiton,  Surrey  KT6  4PH. 

Basingstoke  57255).  As  part  of  the  ex- 
pansion programme,  Sunbeam  will  be 
recruiting  additional  marketing  personnel 
to  form  the  restructured  department.  The 
factory  and  service  addresses  remain  un- 
changed. Sunbeam  Electric  Ltd,  9  The 
Street,  Ashtead,  Surrey  KT21  2 AD. 

Innoxa  shades 

New  shades  in  the  Innoxa  Colour  True 
range  for  the  winter  season  include 
true  peach  brush-on  powder  blusher,  and 
warm  brown  powder  eye  shadow  and 
dancing  red  lipstick.  Innoxa  (England) 
Ltd,  202  Terminus  Road,  Eastbourne, 
East  Sussex  BN21  3DF. 

Parador  in  pine 

Parador  disinfectant  is  now  available  in 
pine  as  well  as  floral.  The  price  remains 
unchanged.  LRC  Products  Ltd,  North 
Circular  Road,  London  E4  8QA. 

Beecham  prices 

Beecham  Proprietaries  say  there  were 
two  errors  in  their  advertisement  listing 
price  changes  (C&D,  last  week,  pi 7). 
The  new  prices  are  effective  from  De- 
cember 31,  1979,  not  January  1  as  ad- 
vertised, and  the  standard  wholesale 
price  per  case  of  2nd  Debut  CEF  600 
medium  should  read  £8.78,  not  as 
stated.  Beecham  Proprietaries,  Beecham 
House,  Brentford,  Middlesex  TW8  9BD. 


Berk  reductions 

Berk  Pharmaceuticals  have  announced 
price  reductions  on  six  of  their  tablet 
specialities,  effective  January  7,  but 
received  too  late  for  inclusion  in  this 
week's  Price  Supplement.  Trade  prices 
are:  Atensine  2mg  250  £1.05,  1,000  £4.10; 
5mg  250  £1.35,  1,000  £5.30.  Berkozide 
5mg  100  £0.60,  1,000  £5.60.  Domical 
25mg  500  £4.90.  Dopamet  250mg  250 
£7.00,  1,000  £27.40.  Dryptal  40mg  250 
£5.10,  1,000  £19.80.  Melitase  lOOmg  500 
£6.50;  250mg  500  £15.00.  Berk  Pharma- 
ceuticals Ltd,  Station  Road,  Shalford, 
Guildford,  Surrey  GU4  8HE. 

F&J  products  GSL 

Fassett  &  Johnson  Ltd  say  that  Lotil, 
Frador,  Fradojel  and  Stop  It  are  now 
included  in  the  General  Sales  List.  Fassett 
&  Johnson  Ltd,  New  Road,  Winsford, 
Cheshire  CW7  2NX. 

Cliro  Essence 

Peach,  lavender  and  avocado  are  three 
new  fragrances  from  Cliro  Perfumeries 
in  a  range  called  Essence.  They  are 
incorporated  in  a  shampoo  (£1.45),  a 
bath  gel  (£1.55)  and  a  soap  (£0.70). 
Cliro  Perfumes  Ltd,  36  Southampton 
Street,  London  WC2E  7HL. 

New  Macleans 

Calcium  glycerophosphate  is  included  in 
the  reformulated  Macleans  toothpaste  as 
a  "fluoride  improver"  (C&D  last  week, 
plO).  Beecham  say  that  the  average  con- 
sumption of  toothpaste  per  household 
has  risen  from  the  equivalent  of  14 
standard  tubes  a  year  to  almost  20. 
[Corrected  .note.] 


ON  TV 
NEXT  WEEK 

Ln — London;  M — Midlands;  Lc — Lancashire;  Y — 
Yorkshire;  Sc — Scotland;  WW— Wales  and  West; 
So — South;  NE — North-east;  A — Anglia;  U — Ulster; 
We — Westward;  B — Border;  G — Grampian; 
E — Eireann;  CI — Channel  Island. 

Alka  Seltzer:  All  areas 

All  Clear:  All  areas 

Askit  powders:  Sc 

Ayds:  All  except  E,  CI 

Buttercup:  M,  Lc,  Y,  Sc,  WW,  NE,  B 

Carefree:  WW,  CI,  U,  B 

Cream  Silk  conditioner:  All  areas 

Crest:  So,  A 

Farleys  rusks:  All  except  E,  CI 

Galloways:  Ln,  So,  A 

Head  &  Shoulders:  All  except  E,  CI 

Kotex  Simplicity:  Ln,  So,  Y,  NE,  Sc,  G 

Owbridges  Cold  Control:  All  areas 

Philips  Philishave  and  Ladyshave:  All  areas 

Wondra:  Y,  NE. 
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Faberge'  rationalise  their 
product  range 


Faberge  (UK)  are  to  rationalise  their 
product  range  and  to  concentrate  efforts 
on  Brut,  Brut  33,  Kiku,  Babe,  and 
Faberge  Organics,  plus  Cavale  and  Part- 
age,  Faberge's  French  fragrances. 

There  will  be  a  loss  of  some  160  jobs, 
including  most  of  the  company's  con- 
sultants. Forty  jobs  will  be  lost  at  the 
Iver,  Bucks,  factory  and  offices. 

Of  the  Faberge  lines  affected  Tigresse 
and  West  are  being  withdrawn.  Faberge 
believe  the  streamlining  of  the  company 
can  only  benefit  retail  pharmacists.  Visits 
by  Faberge  representatives  will  be  con- 
tinued to  retail  pharmacists,  giving  them 
a  wider  choice  of  Faberge  lines  than  the 
department  stores  where  the  cutbacks  are 
hitting  hardest. 

Mr  John  King,  general  manager  and  a 
director  of  Faberge  (UK)  says:  "The 
toiletries  and  fragrance  market  is  highly 
competitive  and  a  number  of  factors 
affecting  our  company  have  led  us  to 
make  these  changes.  We  very  much  regret 
the  loss  of  jobs  and  we  will  do  everything 
we  can  to  help  those  people  who  will  be 
looking  for  alternative  employment." 

Mr  King  stressed  that  the  company  was 
looking  forward  to  a  successful  future. 
In  1979  he  anticipated  that  sales  of  Brut 
33  would  exceed  £15  million  at  retail 
prices.  "Prospects  for  Kiku,  Babe,  Brut 
and  Xanadu  are  quite  good  and  we  have 
confidence  in  our  'prestige'  fragrances, 
Cavale,  and  Partage,  which  will  continue 
to  be  merchandised  and  promoted  within 
the  French  fragrance  market." 

Efferdent  offer 
holiday  cuts 

Halls  Hudnut  are  offering  up  to  £200 
off  the  cost  of  a  holiday  in  their  current 
on-pack  promotion  for  Efferdent. 

The  packs  feature  "Sun  saver  cheks" 
which  customers  can  cut  out  and  save 
towards  their  1980-81  vacation.  Each 
pack  of  24  denture  cleansing  tablets 
features  a  £5  chek,  while  there  is  a  £10 
chek  with  the  36-tablet  carton  and  £20 
with  the  48-ta'blet  pack. 

Efferdent  users  can  cut  up  to  £20 
off  the  cost  of  any  specified  UK  holiday 
for  two,  up  to  £50  off  any  specified  in- 
clusive air  holiday  for  two  and  up  to 
£200  off  any  specified  cruise  for  two. 
The  packs  should  be  available  for  the 
first  half  of  the  year.  Halls  Hudnut, 
Woodside  Avenue,  Eastleigh,  Hants 
SOS  4QD. 

Agfa  discount  boost 

Agfa-Gevaert  have   introduced  a  new 
discount  scheme  which  enables  retailers 
of  their  photographic  products  to  build 
up  orders  from  the  full  range  of  retail 


(and  most  professional)  products  and  so 
qualify  for  the  highest  discount  rate. 

The  new  order  value  scale  is:  — 
orders  under  £50  nil  discount;  £50-£299 
discount  5  per  cent;  £300-£599  discount 
7i  per  cent;  £600  and  over  discount  10 
per  cent.  The  value  of  an  order  is  the 
total  basic  price  of  all  the  items  on  it. 
The  scheme  is  seen  as  being  both  an 
advantage  and  an  incentive  to  retailers. 

To  help  boost  January  sales,  Agfa 
have  special  offers  on  some  110  cameras 
and  on  the  complete  range  of  elec- 
tronic flashguns.  The  promotions  are  be- 
ing supported  by  double-page  advertise- 
ments in  the  enthusiast  Press  from 
January  to  March.  Agfa-Gevaert  Ltd, 
Great  West  Road,  Brentford,  Middlesex. 

Ayds  on  television 

The  current  Ayds  slimming  plan  tele- 
vision campaign  is  the  first  of  two  three- 
week  bursts,  the  second  of  which  will 
run  from  February  25.  Point-of-sale 
material  is  available  and  the  two-week 
pack  features  a  coupon  worth  20p  of  a 
purchase  of  the  one-month  pack.  A  dis- 
play incentive  is  available.  Cuticura 
Laboratories  Ltd,  Clivemont  Road, 
Cordwallis  Trading  Estate,  Maidenhead, 
Berks. 


New  sizes  for 
Super  Wernets 

Larger  packs  of  Super  Wernets  denture 
fixative  powder  are  being  introduced  "to 
keep  ahead  of  EEC  regulations  and  the 
change  to  metric  sizing".  However,  the 
new  sizes  (25g  £0.72;  50g  £0.94)  are 
priced  at  the  same  rate  per  gram  as  the 
old  packs. 

During  the  past  year  the  company  has 
been  carrying  out  research  into  denture 
wearers'  attitudes.  It  revealed  that  of 
the  38  per  cent  of  the  UK  population 
(17  million)  who  wear  a  denture,  a  sub- 
stantial number  have  real  problems 
with  them — looseness,  the  eating  of 
hard-to-chew  foods,  and  food  getting 
stuck  under  the  plate.  Stafford-Miller 
told  C&D:  "Our  campaign  aims  to  tell 
these  denture  wearers  how  Super  Wer- 
nets can  help  with  their  problem.  Cur- 
rently only  7  per  cent  actually  use  a 
fixative  and  only  27  per  cent  have  even 
heard  of  the  category,  so  the  opportunity 
is  massive." 

Next  month  Stafford-Miller  are  starting 
what  they  claim  will  be  the  biggest 
campaign  ever  put  behind  a  denture 
fixative,  including  double-page  spreads  in 
the  national  Press  and  general  interest 
magazines.  The  brand  is  currently  on 
trade  bonus.  Stafford-Miller  Ltd,  Staf- 
ford-Miller House,  The  Common,  Hat- 
field, Herts  ALIO  ONZ. 


Weekend  holidays  for  two  in  the  classical  cities  of  Venice,  Paris  or  Rome  were  the 
first  prize  choice  in  a  recent  competition  sponsored  by  Imperial  Leather,  in  conjunction 
with  Vestric  Ltd.  The  competition,  open  to  chemists  purchasing  the  Classic  product 
range  from  Vestric,  has  been  won  by  Mr  R.  S.  Marsden,  MPS  (centre),  of  Gilbert  and 
Armstrong,  Whitwell,  Worksop,  who  chose  to  be  presented  with  a  holiday  voucher. 
Making  the  presentation  is  Mr  Malcolm  Guthrie,  Vestric  branch  manager,  with,  from 
left  to  right,  Mr  George  Muscroft,  Vestric  branch  buyer,  Mr  Reg  Best,  Cussons'  national 
chemist  executive,  and  Mr  Phil  Cole,  Cussons'  area  representative 
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introduces  New 


Fteldene 


brand  of  piroxicam 


*Trade  Mark 


The  first  anti-rheumatic  to  provide 
24-hour  relief  with 
once-daily  dosage  throughout  therapy 


km 


Feldene 


A  new  and  different  anti-rheumatic 


brand  of  piroxicam 


Trade  Mark* 


24  hour  relief  of  pain  and 
inflammation  with  convenient 
once  daily  dosage 

Rapid  relief  of  pain  should 
encourage  compliance  at  the  start 
and  throughout  treatment 

Relieves  night-time  pain 

and  decreases  morning  stiffness 

Good  toleration  makes  Feldene 
well-suited  for  long-term  use 

Once  daily  dosage  facilitates 
administration  and  promises 
increased  patient  compliance 

Highly  effective  in  chronic  and 
acute  rheumatic  conditions 


Indications:  rheumatoid  arthritis,  osteoarthritis, 
ankylosing  spondylitis,  acute  gout,  acute 
musculoskeletal  disorders. 
Contraindications:  hypersensitivity  to  the  drug 
or  in  patients  in  whom  aspirin  or  other  non- 
steroidal anti-inflammatory  drugs  induce 
symptoms  of  asthma,  rhinitis  or  urticaria. 
Warnings:  the  safety  of  Feldene  used  during 
pregnancy  and  lactation  has  not  yet  been 
established. 

Dosage  recommendations  and  indications  for 
use  in  children  have  also  not  yet  been  established. 
Side  Effects:  Feldene  is  generally  well  tolerated. 


Gastrointestinal  symptoms  are  the  most 
common,  although  in  most  cases  these  do  not 
interfere  with  the  course  of  treatment.  Oedema, 
mainly  ankle  oedema,  has  been  reported  in  a 
small  percentage  of  patients. 
Dosage:  in  rheumatoid  arthritis,  osteoarthritis, 
ankylosing  spondylitis  -starting  dose  of  20  mg 
as  single  daily  dose;  the  majority  of  patients  will 
be  maintained  on  20  mg  daily. 
In  acute  gout,  start  with  a  single  dose  of  40  mg 
followed  on  the  next  4-6  days  with  40  mg  daily 
in  single  or  divided  doses;  Feldene  is  not 
indicated  for  long  term  management  of  gout. 


In  acute  musculoskeletal  disorders,  start  with 

a  loading  dose  of  40  mg  daily  in  single  or  divided 

doses  for  the  first  2  days.  For  the  remainder 

of  the  7  to  14  day  treatment  period  the  dose 

should  be  reduced  to  20  mg  daily. 

Basic  N.H.S.  Cost:  Capsules  10  mg  coded  FEL 10, 

pack  of  60  £9.00 

(PL.  0057/0145). 

Full  information  on  request. 


Pfizer  Limited, 
Sandwich,  Kent. 


COUNTERPOINTS 


Paddi  and  Babettes  first 
joint  promotion 

Robinsons  of  Chesterfield  are  launching 
their  first-ever  promotion  of  Paddi  Pads 
and  Babettes.  Flashed  packs  of  the  two 
products  will  feature  a  £10,000  "Match 
the  mums"  competition.  The  competition 
will  feature  a  playing  card  in  every  pack 
and  entrants  will  be  asked  to  test  their 
skills  in  matching  family  likenesses  of  the 
mothers  and  babies  shown  on  the  card. 
Mothers  with  correct  matchings  will 
receive  an  immediate  cash  prize  of 
£0.50. 

Robinsons'  representatives  are  taking 
orders  for  "Match  the  mums"  packs  this 
month  for  sale  from  February.  At  the 
end  of  the  competition  next  December, 
the  remaining  money  will  be  shared  out 
amongst  all  the  winners.  Prizes  offered 
to  trade  buyers  will  include  a  video- 
cassette  recorder  and  a  Ceefax  television, 
together  with  runner-up  prizes  of  portable 
black  and  white  television  sets.  Robin- 
sons of  Chesterfield,  Wheat  Bridge  Mills, 
Chesterfield. 


£0.4m  support  for 
Cuticura  wipes 

Cuticura  will  be  supporting  Cool  Wipes 
and  Baby  Wipes  with  a  £400,000  adver- 
tising investment  during  1980.  The  Baby 
Wipes  campaign  commences  'in  early 
spring  with  full  page  colour  advertise- 
ments. Which  will  'include  high  value 
lOp-off  coupons,  in  women's  interest 
magazines.  The  campaign  will  run 
through  the  year.  In  'addition,  there  will 
be  a  full-page  colour  advertisement  in 
the  Bounty  Baby  Book. 

Cool  Wipes  will  be  supported  by 
national  advertising  during  the  peak- 
buying  summer  months  and  a  national 
television  campaign  is  planned.  There  Will 
also  be  a  number  of  on-pack  promotions, 
similar  to  the  current  "lOp  off  next  pur- 
chase" Baby  Wipes  packs. 

Cuticura  predict  that  the  moist  tissue 
market  will  be  worth  over  £5m  'in  1980, 
compared  with  only  £1.8m  early  in  1979. 
Cuticura  Laboratories  Ltd,  Clivemont 
Road,  Cordwallis  Trading  Estate,  Maid- 
enhead, Berks. 

Zendiq  towel 

Goya  International  are  offering  as  part 
of  their  Zendiq  promotion  a  20x40inch 
hand  towel,  featuring  the  black  and 
brown  "Z"  design  of  the  Zendiq  cartons. 
The  Christy  towel  will  be  available  free 
to  consumers  with  every  £10  purchase 
of  Zendiq  and  can  be  displayed  as  part 
of  a  merchandiser.  Goya  International 
Ltd,  Badminton  .  Court,  Amersham, 
Bucks  HP7  ODE. 


Yardley  foundation 

Yardley  are  introducing  a  light-textured 
liquid  foundation  with  a  moisturising 
base  and  a  sunscreen  (£1.55).  Three  new 
shades  have  been  added  to  three  existing 
popular  shades  to  give  a  colour  range 
to  suit  most  skin  tones;  they  are — new 
cameo  beige  (a  pale  neutral  beige),  new 
peach  bloom  (a  soft  peach),  new  rose 
glow  (a  warm  pink),  just  almond,  misty 
dawn  and  autumn  glow.  The  foundation 
will  be  available  for  sale  from  February. 

Also  new  is  a  non-oily,  perfume-free, 
gel  eye  make-up  remover  in  a  plastic 
tube  with  flip-top  (£1.35).  Yardley  of 
London  Ltd,  Miles  Gray  Road,  Basildon, 
Essex. 


Hansen  nail  cream 
goes  solo 

Sally  Hansen's  high  polish  nail  condi- 
tioner cream,  until  now  only  available  as 
part  of  the  nail  buffer  kit,  is  being 
launched  as  a  separate  product  for  sale 
from  March. 

The  cream  comes  in  a  nozzled  tube 
(£0.69)  and  is  designed  to  aid  smoothing 
out  of  the  uneven  nail  surfaces.  It  is 
used  with  the  natural  hide  buffer. 

Sally  Hansen  are  also  introducing  for 
March  1980,  four  new  shades  to  the  Hard 
As  Nails  with  nylon  colour  range.  Two 
pearl  shades  are  available  Fresh  Oyster, 
Ice  Cool.  The  two  plain  shades  are 
Heather  Twist  and  Sugar  Plum.  Sally 
Hansen  Ltd,  Hook  Rise  South,  Surbiton. 


Watertight! 


Miners  will  be  launching  a  new  make-up 
range  in  April  1980.  It  is  called  the 
Watertight  range  and  is  claimed  to  be 
showerproof,  swimproof,  rainproof  and 
tearproof.  There  are  six  eye  creams 
(£0.52),  five  mascaras  (£0.59).  five  eye 
pencils  and  six  lip  colours  (£0.52). 

The  company  is  also  introducing  an 
extra  light  skin  care  range  consisting  of 
an  eye  make-up  remover,  a  cleanser,  skin 
freshener  and  moisturiser.  Smith  & 
Nephew  Ltd,  Hook  Rise,  Kingston  By- 
pass, Surbiton,  Surrey  KT6  7LU. 


Strike  effects  on  TV  advertisements 


Figures  issued  by  TABS  (the  Television 
Advertising  Bureau)  show  that  October- 
November  response  scores  from  a  panel 
of  viewers  to  television  advertisements 
are  slightly  down  on  the  same  time  last 
year.  The  implication  is  that  TTV  still 
has  some  way  to  go  in  making  up  ground 
lost  by  the  strike. 

A  separate  table  compiled  by  TABS, 
for  C&D  comprises  products  usually  sold 
by  chemists.  Supersoft  hairspray  heads 
the  list  with  a  score  of  60  (50  is  a  good 
average,  81  is  the  highest  ever  recorded 
and  30  is  reported  as  low).  The  list  is  as 
follows: 

Supersoft  hairspray  60 
Andrex  59 
Cow  &  Gate  baby  foods  57 
Hacks  56 
Supersoft  shampoo  56 
Marmite  55 
Vick  Medinite  55 
Fiesta  paper  towels  54 
Tunes  throat  sweets  54 
Philishave  shavers  53 
Comments    on    commercials    by  the 
panel  vary.  On  the  whole  the  commercial 
for    Supersoft   hairspray   was   well  re- 
ceived— "Not   only   does   it   show  you 
what  the  brand  can  do  for  you  but  is 


also  very  amusing  and  entertaining."  A 
criticism  of  the  Hacks  commercial  was 
"I  really  was  amused  by  the  animated 
frog  but  I  can't  for  the  life  of  me 
remember  the  brand  name  of  the 
product."  This  is  in  contrast  to  Philips 
shavers — "Always  very  professional,  pro- 
motes the  product  with  humour  and  is 
remembered,  as  is  the  product." 

The  Hacks  commercial,  which  scored 
56,  is  down  on  last  year.  This  points  to 
the  potential  dangers  of  repeating  a  good 
commercial. 

Perfumes  in  particular  attracted 
criticism.  Chanel  No  5:  "Has  a  cold  and 
empty  feeling  for  such  a  lovely  perfume." 
Cie:  "Patronising  and  lacking  in 
originality  and  wit."  Cachet:  "Didn't 
convince  me  that  it  is  a  nice  perfume 
because  the  girls  in  it  appear  so  stupid." 

Hedex  too  came  in  for  criticism:  "The 
whole  thing  is  so  obviously  a  rehearsed 
act." 

In  the  TAB's  overall  top  ten  brands. 
Boots  are  in  eighth  position  with  a  score 
of  61  for  a  series  of  commercials  pro- 
moting their  Christmas  offers.  More  in- 
formation on  the  survey,  can  be  obtained 
from  TABS  at  12  Greek  Street  London 
Wl  (telephone  01-734  9773). 
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Here  doing  some  Million 


Total  marketing  expenditure  across 
Steradent  denture  care  products 
£14  million! 

Including  continuing  National  press 
and  regional  TV  support  for  newly- 
launched  and  hugely  successful 
new  Steradent  Deep  Clean 


Building  support  means  building  sales  means  buildir 
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Diabetics  make  OTC 
syringe  a  success 

by  A.  H.  Jackson,  manager,  consumer  products  division, 
Becton  Dickinson  UK  Ltd 

Following  a  highly  successful  test  market  through  pharmacies  in  1979,  Becton 
Dickinson  arc  launching  Plastipak  SFP,  an  OTC  diabetic  syringe,  nationally.  This 
article  summarises  the  background  to  the  introduction 


Tt  is  estimated  that  there  are  approxi- 
mately 550,000  diabetic  patients  within 
the  UK,  of  whom  between  150,000  and 
200,000  are  insulin-dependent.  However, 
rather  than  possibly  inflate  the  market 
potential,  Becton  Dickinson  have  tended 
to  base  calculations  on  the  lower  figure 
of  150,000. 

In  order  to  improve  the  control  of  the 
patient's  condition  there  is  an  increasing 
trend  towards  twice-daily  insulin  injec- 
tions, and  our  research  indicates  that 
almost  50  per  cent  of  insulin-dependent 
diabetics  are  now  receiving  at  least  two 
injections  a  day.  We  therefore  estimate 
that  annual  insulin  injections  in  the  UK 
are  around  81  million.  Of  these  it  is 
estimated  that  approximately  10  million 
are  administered  in  hospitals,  but  that 
the  massive  majority  of  71  million  in- 
jections are  self-administered  by  diabetics. 

Since  the  introduction  of  the  National 
Health  Service  in  1948,  all  insulin- 
dependent  diabetics  have  received — at  no 
cost  to  themselves — re-usable  metal  and 
glass  insulin  syringes  together  with  re- 
usable needles,  surgical  spirit  and  con- 
tainers to  keep  the  syringes  sterile. 

Problems  and  solutions 

However,  group  discussions  involving 
insulin-dependent  diabetics  and  con- 
ducted by  Becton  Dickinson  in  early 
1978,  indicated  clearly  that  a  significant 
number  of  diabetics  experience  problems 
from  time  to  time  when  using  conven- 
tional syringes  and  needles.  Moreover, 
the  research  demonstrated  that  the 
diabetics  themselves  believed  these  prob- 
lems could  be  overcome  largely  'by  single- 
use  insulin  syringes  and  needles. 

But  when  Becton  Dickinson  conducted 
further  research  to  determine  the  type 
of  syringe  and  needle  the  majority  of 
insulin-dependent  diabetics  used  for  their 
self-injection  routine,  it  was  evident  that 
in  spite  of  the  problems  associated  with 
re-usable  syringes  and  needles,  it  was 
these  products  that  the  diabetics  largely 
tended  to  use.  Furthermore,  it  was  also 
clear  that  the  number  of  diabetics  regu- 
larly purchasing  single-use  syringes  and 
needles  was  very  small. 

Obviously  Becton  Dickinson  asked  the 
diabetic  consumer  group  why  their  use 
of  single-use  syringes  and  needles  was  so 
low  and,  as  anticipated,  the  reply  came 
back  almost  universally  that  it  was  a 
question  of  cost.  In  other  words,  the  re- 
usable product  is  free  but  single-use 
syringes  and  needles  cost  money! 

While  recognising  that  the  question  of 
cost  constituted  a  subjective  but  none- 
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theless  significant  marketing  objection 
that  had  to  be  overcome,  Becton  Dickin- 
son believed  that  there  were  many  other 
more  fundamental  factors  which  were 
inhibiting  the  development  in  the  UK 
of  a  market  for  single-use  insulin 
syringes  and  needles.  From  the  very 
beginning  their  belief  has  been  that  the 
basic  reason  for  the  non-existence  of  an 
"over  the  counter"  market  in  pharmacies 
for  single-use  insulin  syringes  and  needles 
is  the  fact  that  no  manufacturer  has  ever 
tried  to  create  the  market — that  is,  tackle 
the  problem  in  the  way  one  would  any 
other  OTC  product.  They  were  con- 
vinced that  such  a  market  could  be 
created,  and  they  have  been  proved  right. 

At  that  stage  in  early  1978  the  first 
thing  Becton  Dickinson  had  to  do  in  the 


UK  was  to  make  certain  that  Plastipak 
SFP  was  recognised  by  diabetics  as  being 
significantly  superior  to  the  products  they 
normally  tended  to  use.  Furthermore  it 
had  to  be  sufficiently  good  to  motivate 
an  adequate  number  of  them  to  want  to 
use  the  product. 

To  achieve  this  objective  a  number 
of  diabetics  were  given  an  opportunity 
to  use  the  product  exclusively  over  a 
period  of  time,  and  to  compare  its 
qualities  with  the  products  they  normally 
used.  This  clinical  evaluation  was  carried 
out  with  the  co-operation  of  a  number 
of  diabetic  consultants  and  when  com- 
pleted the  responses  demonstrated  clearly 
that  the  great  majority  of  patients  recog- 
nised that  Plastipak  SFP  was  a  "superior 
product." 

Furthermore,  the  favourable  patient 
reaction  was  largely  echoed  by  the  consul- 
tants themselves  and  by  hospital  nursing 
staff.  Undoubtedly  the  most  reassuring 
result  of  this  research  was  that  almost 
40  per  cent  of  the  patients  spontaneously 
said  they  liked  the  product  so  much 
that  they  wished  to  use  it  on  a  regular 
basis.  Moreover,  a  large  number,  again 
spontaneously,  stated  that  they  wanted 
to  know  where  they  could  buy  it.  In 
other  words,  even  at  this  early  stage, 
consumer  research  results  were  indicating 
that,  for  a  large  number  of  diabetics,  the 
Continued  on  p49 


PLASTITOK  SFP*  Sterile  interior  insulin  syringe. 
Non-Toxic.  Non-Pyrogon!c.  interior  of  each  syringe 
QUfimntfifXi  <;t,-(  lie  tmtii  opened  or  damaged. 
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SFP  ■ 

Sterile  interior  insulin  syringe 
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Convenient   •    More  Comfortable   •  Accurate 
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For  your  professional  recommendation, 
another  great  profit-winner  from  Parke-Davis 


Benylin 

DAY  AND  NIGHT 

Cold  Treatment 


New  Benylin*  Day  and  Night  Cold  Treatment  is  an  effective  product 
that  you  can  recommend  to  your  customers  with  full  professional  confidence. 
It's  an  effective  profit-winner,  too.  No  other  product  in  this  important 
market  offers  you  the  same  return  for  your  recommendation  at  the  counter, 
as  many  pharmacists  know  already. 


Benylin  Doy  ond  N.ght  Cold  Treatment  .s  < 
containing  2i  retail  packs. 
List  price  lo  phorm  per  retoi!  pack  55p 
Price  lo  public  per  retail  pock  95p 


AT  6  15%; 


Each  yellow  (daytime)  lablei  contains 

Poracetomol  B  P  500mg 

Phenylpropanolamine  hydrochloride  B  P  25mg. 

Each  blue  [night  time)  table'  contains: 

Pofacetamol  B  P.  500mg 

Diphenhydramine  hydrochloride  B  P  25mg 


mpto, 


■ooted  with  colds  ond  influenio 
rellow  tablets  dunny  the 


Adult  Dosage 

Four  tablets  should  be  token  doily  - 
doy  ond  one  blue  lablet  at  night 
Take  only  one  loblet  ot  a  lime,  ond  only  at  ihe  lime*  of  doy  indicated 

Do  not  lake  the  night-time  tablets  during  the  day. 
Children  s  Dosage 

Not  recommended  for  children  under  12  yeort 


Conlro  indications  warning;  elc 

Hypersensitivity  to  ony  of  the  constituents.  Porocelomol  can  couse 
roshes.  dilZiness  and  palpitations  Coupon  should  be  enercued  in 
po'ients  wtth  hyperthyroidism  hypertension,  cardioc  dysfunction, 
diabetes  mellitus  ond  liver  disorders  Benylin  Doy  &  Night  Cold 
Treatment  should  not  be  used  dunng  treatment  with  M  A  O  l.s  or  f< 
two  weeks  after  completion  ol  therapy 

Do  not  exceed  the  slated  dose  -  An  overdose  il  dangerous:  medici 
attention  should  be  sought  immediately  May  cause  drowsiness. 
II  affected,  do  not  drive  or  operate  mochinery  Not  to  be  used  in 
pregnancy.  Avoid  olcohok  drink  It  symptoms  persist,  consult  your 


Legal  Cotegory  p 
Product  Licence  Holder 

Parke-Davis  &  Company.  Usk  Rood,  Pontypool. 
Gwent,  NP4  OYH  Telephone:  (049  551  2448 

Product  Licence  No:  0018/0115 


PARKE-DAVIS 
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When  the  nation  goes  down 
with  colds  and  flu,  Robinsons 
Barley  Water  sales  go  up 

This  is  partly  due  to  our 
unique  reputation  for  good 
ness  and  quality. 

And  partly  due  to  our 
.  unique  winter  advertising 
campaign. 

You  probably  remember 
the  "puzzle"  ads  we  ran  last 
winter. 

They  were  so  success 
ful,  we're  prescribing 
another  dose  this  winter. 

As  we  suggest  in  the 
ads,  Robinsons  Barley 
Water  is  just  what  the 
doctor  ordered. 

If  you  know 
what's  good  for  you, 
it'll  be  just  what  you 
order  too. 


If  you. get  a  c 


Our  winter  sales  ha\ 
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For  colds  arid  llQ^doctors  recommend 
caUithavingplentyoT^^ 

It  comes  in  Lemon,  Orange,  Lemon  &■ 1 7  onhand. 
lde  with  real  fruit  juice  and  barley.  Ume  ^  Grapefruit  flavours,  all 


down. 


YOucertainlywon'tneedaspoonfulofSU0art  u 
As  far  as  we  know,  the  puzzles  on  this  oa!  1°    P  them  S° 
lajities-Butwehopetheyll  help  you  r^^,011,1^  any  medicinal 

Weve  tried  tochoose  ones  that  aren't  too  t^fe  eyouYelaiduPinhed. 
headache).  All  the  same,  if  you'd  like  the  ans^Tg!We  doiVt  want  to  gtve  you 
^onsSoftDrinks.DeptR^ 

°  AsweUasmeajiswe^we-Usendyouair?! ^'^DD. 
HleofRobinsonsBarleyWater.  dluPvoucheroffv™,T 
It  tastes  even  better  when  you're  welL 


'voucher  offyournext 


And  this. 


never  been  healthier. 
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Ring  in  the  new  era  with  VICKS  the  BIG  profit  earners. 

The  BIGGEST  ever  advertising  campaign  continues 
throughout  the  season  supporting  the  VICKS  range  of 
brand  leaders. 

Altogether  we're  spending  a  record  £2M  on  our  TV 


and  marketing  programme  this  winter  and  that's  sure  to 
bring  customers  into  your  shop  asking  for  VICKS  brands 
by  name. 

Make  sure  you  cash  in -display  ALL  products  and  ring 
up  bigger  profits  in  1980. 


Trust 


to  care  *or  roughs  &  c°lds 
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New  diabetic 
syringe 

Continued  from  p44 

product  was  sufficiently  good  to  over- 
come any  resistance  to  purchase  based  on 
price.  They  had  used  the  product.  They 
had  experienced  for  themselves  the 
benefits  which  it  provided,  and  now  they 
wanted  to  buy  it. 

In  parallel  to  the  clinical  evaluation 
trials,  Becton  Dickinson  also  conducted 
further  large-scale  consumer  research 
among  insulin-dependent  diabetics  to 
quantify: ! — 

□  The  level  of  dissatisfaction  with  con- 
ventional syringes  and  needles. 

□  The  number  of  diabetics  who  would 
be  prepared  to  buy  Plastipak  SFP  on  a 
regular  basis  at  the  envisaged  retail 
selling  price. 

This  research  largely  confirmed  the 
results  of  the  clinical  programme  and 
in  July  1978  Becton  Dickinson  finalised 
their  national  marketing  programme. 

From  the  onset  the  company  had 
judged  that  a  vitally  important  aspect  of 
the  marketing  mix  was  a  product 
presentation  and  package  design  that 
would  be  acceptable  both  to  the  diabetic 
customer  and  to  wholesale  and  retail 
pharmacies.  As  a  result  their  consumer 
product  management  developed  a  unique 
and  convenient  10-syringe  pack  specific- 
ally for  the  UK  pharmacy  OTC  market. 
This  was  thoroughly  and  successfully 
researched  among  the  diabetics  them- 
selves. 

Promotion  conquered 

Finally,  by  the  time  Becton  Dickinson 
completed  their  marketing  programme, 
they  were  convinced  that  they  had 
solved  the  major  over-riding  problem 
of  how  to  promote  Plastipak  SFP  suc- 
cessfully to  the  small  group  of  150,000 
insulin-dependent  diabetics  scattered 
across  the  UK  population  of  56  million. 

Again  the  key  to  solving  the  problem 
came  out  of  consumer  research.  Within 
the  research  the  diabetics  had  been 
asked  where  they  would  most  like  to  be 
able  to  obtain  the  syringe  and  the  great 
majority  said  they  would  prefer  to  pur- 
chase it  from  their  local  retail  pharmacy. 
This  was  logical  since  insulin-dependent 
diabetics  tend  to  obtain  a  repeat  prescrip- 
tion for  insulin  from  their  local  phar- 
macy every  six  to  eight  weeks. 

But  the  research  had  also  demonstrated 
beyond  any  doubt  that  the  only  way  in 
which  a  diabetic  could  fully  appreciate 
the  numerous  patient  benefits  of  Plasti- 
pak SFP  was  to  use  the  product  and 
prove  it  to  himself.  The  marketing  con- 
clusion was  therefore  inevitable — 
Plastipak  SFP  had  to  be  backed  by  a 
full-scale  programme  of  product  samp- 
ling to  diabetics. 

Naturally,  such  a  sampling  programme 
had  to  be  carefully  and  authoritatively 
controlled,  and  in  view  of  the  diabetic's 
preference  for  the  retail  pharmacy  as  a 
purchase  point,   it   seemed   logical  to 


Point-of-sale  showcard 


distribute  the  syringes  through  these  out- 
lets. The  basis  of  the  plan  was  that  free 
sample  packs  containing  three  syringes 
should  be  given  to  retail  pharmacies  and 
that  upon  receipt  of  an  insulin  prescrip- 
tion (thus  identifying  the  consumer  as  a 
bona-fide  diabetic),  the  pharmacist 
should  be  askpd  to  hand  the  consumer  a 
free  sample  of  Plastipak  SFP  at  the  time 
of  dispensing.  If,  after  using  the  sample, 
the  consumer  decided  he  would  like  to 
continue  using  the  product,  he  could  go 
back  to  the  same  pharmacist  and  make 
his  purchase  in  the  normal  way. 

Before  proceeding  Becton  Dickinson 
discussed  their  proposals  with  organisa- 
tions such  as  the  British  Diabetic  Asso- 
ciation the  National  Pharmaceutical 
Association  and  the  Pharmaceutical 
Society.  It  was  stressed  that  before  the 
proposals  were  implemented  all  relevant 
sectors  of  the  medical  profession  would 
be  informed. 

In  addition  to  the  free  sampling  pro- 
gramme, many  other  aspects  of  the  over- 
all promotional  approach  were  devel- 
oped, including  a  continual  programme 
of  consumer  advertising  in  the  BDA's 
newspaper  Balance.  Finally  before 
launching  the  product  nationally,  Becton 
Dickinson  conducted  a  test  market. 
Although  the  company  felt  confident  to 
move  straight  to  a  national  introduction, 
it  decided  a  test  market  would  help  to 
establish  even  more  accurately  the  anti- 
cipated levels  of  national  sales. 

1979  test  market 

The  test  market  was  conducted  in  Read- 
ing and  Southampton — which  together 
represent  approximately  1  per  cent  of 
UK  retail  pharmacies.  All  pharmacies 
were  visited  individually;  the  background 
to  the  marketing  programme  was  ex- 
plained and  free  sample  packs  were 
delivered  at  the  time  of  the  visit. 

Becton  Dickinson  were  particularly  en- 
couraged by  the  fact  that  approximately 
98  per  cent  of  all  pharmacies  in  Reading 
and  Southampton  agreed  to  participate 


in  the  sampling  programme,  and  in 
addition  a  large  number  agreed  to  use 
in-store  promotional  material.  Through- 
out the  test  market  regular  calls  were 
made  upon  all  participating  retail  and 
wholesale  pharmacies;  stocks  were 
checked  and  on  this  basis  it  was  possible 
to  measure  accurately  the  rate  of  con- 
sumer sales. 

In  July  and  August  a  statistically- 
significant  number  of  insulin-dependent 
diabetics  in  the  two  towns  were  inter- 
viewed, and  the  results  demonstrated  that 
approximately  50  per  cent  of  diabetics 
had  received  a  free  sample  from  their 
local  pharmacy  and  that  following  the 
use  of  the  free  sample,  almost  20  per  cent 
had  become  regular  users  with  around  a 
further  40  per  cent  using  the  product 
occasionally. 

Even  after  the  test  market  had  only 
been  in  operation  for  a  matter  of 
months,  it  was  quite  evident  that  it  was 
going  to  be  a  success,  and  now  that  the 
test  market  has  lasted  for  almost  a  full 
year,  this  fact  is  confirmed  beyond  any 
doubt.  As  a  result  of  excellent  co-opera- 
tion and  involvement  on  the  part  of  test 
market  retail  pharmacies  (and  also  as  a 
result  of  its  own  product  qualities) 
Plastipak  SFP  has  proved  that  it  has  the 
ability  to  achieve  the  two  objectives 
which  Becton  Dickinson  first  foresaw  for 
it  in  the  early  part  of  1978. 

Plastipak  SFP  is  going  to  create  for 
UK  pharmacies  a  totally  new  source  of 
sales  and  profits.  At  the  same  time,  it  is 
going  to  make  the  daily  routine  of  self- 
injection  more  comfortable,  more  con- 
venient, and  more  acceptable  to  many 
thousands  of  insulin-dependent  diabetics. 


Plastipak  SFP  is  a  new  single-use 
insulin  syringe  and  needle  combina- 
tion which  has  been  specifically 
designed  for  diabetics  to  help  them 
overcome  many  of  the  problems 
sometimes  encountered  when  using 
conventional  syringes  and  needles.  It 
incorporates  the  following  product 
advantages:  — 

1.  Pre-sterilised  and  ready  assembled 
for  immediate  and  easy  use. 

2.  Permanently  attached  extra-fine 
26G  |in  needle  for  increased  comfort. 

3.  Protective  cap  and  needle  sheath 
to  ensure  sterility  and  guarantee 
needle  sharpness. 

4.  Smooth  action  plunger  for  easy-to- 
fill  dosage  accuracy. 

5.  Long  barrel  1ml  syringe  with  clean, 
clear,  easy-to-read  scale. 

6.  Made  of  clear,  light  plastic; 
thoroughly  tested  for  strength  and 
dependability. 

7.  Particularly  useful  for  holidays, 
travelling  and  business  trips.  Quick 
and  convenient. 

8.  Easy  disposal — use  once  and  des- 
troy. 

BD  say  that  for  many  years  Plasti- 
pak SFP  has  been  the  insulin  syringe 
most  widely  used  by  diabetics  in 
North  America,  and  it  is  rapidly  gain- 
ing in  popularity  in  many  parts  of 
Europe. 
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SCIENTISTS  HAVE 
PROVED  fVIDfMCf 
IS  THE  MOST 
ADVANCED  SKIN  CARE 
AVAILABLE  TODAY. 


What  is  new  Evidence? 
Made  by  Beecham,  it's  undoubtedly 
the  most  exciting  range  of  skincare  products 
yet  to  come  on  to  the  market. 

After  years  of  exhaustive  research  into 
the  prevention  of  premature  ageing,  Beecham 
Skincare  scientists  have  developed  Evidence. 

Evidence  is  the  first  moisturiser  and 
cleanser  which  can  offer  a  woman  the  certainty 
of  caring  for  her  skin  more  effectively. 


What  can  Evidence  Moisturiser  do 
for  skin  that  no  other  moisturiser  can? 

Evidence  is  the  only  moisturiser  that 
can  protect  the  skin  from  the  harmful  UVA 
and  B  rays  which  are  present  in  all  daylight. 

Evidence  is  unbeatable  at  preventing 
the  natural  moisture  which  already  exists  in 
the  skin  from  escaping. 

Evidence  nourishes  the  skin.  Its 
texture  enables  it  to  be  easily  absorbed  for 
maximum  benefit. 

Evidence  is  very  pleasant  to  use.  Its  non- 
greasy  texture  is  easy  to  apply,  light  and  smooth. 


What  can  Evidence  Cleanser  do  for 
the  skin  that  no  other  cleanser  can? 

Evidence  is  the  first  cleanser  that  not 
only  cleanses  the  skin  but  also  refreshes  it  at 
the  same  time. 


Evidence  cleanser  enables  the  dirt 
and  cleanser  to  be  wiped  away  in  one  action. 

Evidence  leaves  the  skin  feeling 
invigorated,  toned-up,  clean  and  fresh. 

Evidence  is  not  just  a  new  cleanser  it 
also  gives  a  totally  new  feeling  of  cleanliness. 

Both  Evidence  Cleanser  and  Moisturiser 
are  remarkable  in  their  effectiveness.  In  tests 
held  over  several  years  with  women  of  varying 
skin  types,  our  scientists  have  proved  that 
Evidence  really  works.  Which  is  why  one  of 
our  advertisements  in  the  launch  campaign 
can  claim  'Growing  older  is  inevitable, 
looking  older  isn't! 

As  a  company  Beecham  have  a 
consistent  reputation  for  producing  superior 
products.  The  new  Evidence  range  is  certainly 

no  exception.  atmumun^HHRHttil 
When  we  claim  in  our  advertising  that 

Evidence  can  keep  the  skin  looking  youthful 

longer,  it's  because  we  can  substantiate  that  claim] 
We've  proved  Evidence  works,  now 

let  the  sales  prove  it  to  you. 

Beecham  Scott  &  Bowne 

the  Chemist  specialists 

fewtVIDfhCfworks-l 
mr  sales  will  prove  it 


torn  line. 

The  huge  runaway  success  of  Wet  Ones  has  done 
a  great  deal  for  your  balance  sheet. 

Now  Sterling  Health  introduce  new  Wet  Ones  for 
Baby  a  new  source  of  volume  and  profit  for  your  Baby 
Care  section. 

Wet  Ones  for  Baby  is  for  cleaning  baby  at  nappy- 
change  time,  specially  formulated  for  delicate  skin  and 
tested  for  mildness. 

We  are  mounting  a  massive  sampling  scheme, 
involving  around  a  million  packs,  so  every  mother  will 
get  the  chance  to  try  new  Wet  Ones  for  Baby 

On  top  of  this,  colour  advertisements  will  appear 
in  women's  magazines,  starting  in  January. 

All  this  and  more  will  add  up  to  a  tremendous 
£550,000  sales  support  during  1980. 

New  Wet  Ones  for  Baby,  in  two  economically 
priced  sizes,  will  create  a  brand  new,  year-long  market 
in  the  coming  months. 

Stock  new  Wet  Ones  for  Baby-  and  clean  up. 

(Sterling  Health) 


Wet  Ones  is  a  registered  trade  mark. 


REVION  FLEX 


Over  the  past  few  months  considerable  quantities  of  U.S. 
manufactured  Revlon  Flex  anti-dandruff  shampoo  and  corrective 
conditioner  have  been  imported  into  the  United  Kingdom  for  sale 
through  wholesale  and  retail  outlets  here.  Some  years  ago  the  United 
Kingdom  management  of  Revlon  decided  not  to  manufacture  or  sell 
these  products  here  and  they  have  therefore  never  previously  been 
sold  in  this  country. 

The  Court  of  Appeal  has  refused  to  grant  an  injunction 
preventing  the  sale  of  the  imported  products  pending  trial  but  the 
Revlon  companies  concerned  are  seeking  leave  to  appeal  to  the  House 
of  Lords. 

The  imported  products,  unlike  the  products  in  the  Revlon  Flex 
range  in  this  country,  are  designed  to  combat  dandruff.  They  are  sold  in 
cylindrical  white  bottles  and  not  the  translucent  bottles  used  for  the  United 
Kingdom  Revlon  Flex  range.  The  bottles  of  shampoo  carry  the  words 
"Revlon  Flex  Balsam  and  Protein  Anti-Dandruff  Shampoo"  and  the  bottles 
of  conditioner  the  words  "Revlon  Flex  Balsam  and  Protein  Corrective 
Conditioner."  All  bottles  carry  the  Revlon  Flex  mark  and  the  rear  of  all 
bottles  bears  the  words  "Revlon,  Inc.  New  York,  New  York."  The  bottles 
are  in  sizes  4, 8  and  12  U.S.  fluid  ounces  and  were  originally  labelled 
in  order  to  conform  with  United  States  packaging  regulations. 

The  Revlon  companies  operating  in  the  United  Kingdom  can 
accept  no  liability  whatsoever  in  respect  of  any  difficulties  which  might 
arise  from  the  sale  of  the  imported  products  in  this  country. 


REVION 
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PROFESSIONAL  NEWS 

Pharmaceutical  Society  of  Northern  Ireland 

Council  elects  three 
new  Fellows 


Three  new  Fellows  of  the  Pharmaceutical 
Society  of  Northern  Ireland  were  elected 
at  the  December  Council  meeting. 

William  John  Moffett,  has  been  a  mem- 
ber of  the  Executive  Committee  of  the 
Ulster  Chemists'  Association  for  many 
years  (president  in  1960-61)  and  is  pres- 
ently a  trustee.  Mr  Moffett  took  an  active 
part  in  the  work  of  the  Northern  Ireland 
Chemists'  Benevolent  Fund  Committee 
and  was  a  member  of  the  social  com- 
mittee which  organised  functions  from 
which  the  Fund  benefited. 

William  Alexander  Norris  was  for 
many  years  responsible  for  the  pharma- 
ceutical service  in  a  number  of  hospitals 
in  east  Belfast. 

William  Woodside  was  a  lecturer  in  the 
department  of  pharmacy  at  the  Belfast 
College  of  Technology  and  subsequently 
at  the  Queen's  University  of  Belfast.  Dr 
Woodside  established  Galen  Research 
Laboratories  Ltd,  one  of  the  first  indus- 
trial pharmaceutical  companies  to  go  into 
production  in  Northern  Ireland. 

A  letter  from  the  Department  of 
Health  was  read  stating  that  the  Minister 
had  nominated  Mr  J.  D.  Pollock  to  repre- 
sent the  wholesale  drug  trade  on  the 
Council  of  the  Society  for  a  further 
period  of  three  years  from  November  6, 
1979. 

Dr  Ian  Jones,  pharmacy  practice 
research  unit,  University  of  Bradford, 
wrote  concerning  a  weekend  course  for 
students  on  finance  and  the  Drug  Tariff. 
It  was  agreed  that  such  a  course  be  held 
March  21-23  and  that  suggestions  about 
new  topics  should  be  sent  to  the  secretary 
as  soon  as  possible. 

Health  centre  charges 

The  president,  Mr  Dillon,  gave  an  oral 
report  on  a  joint  meeting  of  representa- 
tives of  the  Council,  UCA  Executive 
Committee  and  Pharmaceutical  Con- 
tractors Committee  when  a  paper  "Health 
centres — pharmacy  charges"  was  con- 
sidered. Representatives  from  the  health 
centre  pharmacies  throughout  the  Pro- 
vince were  invited  to  attend. 

Mr  Dillon  said  the  paper  was  an 
attempt  to  standardise  the  charge  for 
accommodation  and  services  in  health 
centre  pharmacies.  The  lack  of  informa- 
tion about  the  charges  likely  to  be  in- 
curred had  caused  many  pharmacists  not 
to  provide  a  pharmaceutical  service  at  a 
health  centre.  In  some  cases  health  centre 
pharmacies  had  been  providing  a  service 
for  several  years  before  the  rent  for  the 
accommodation  provided  had  been  deter- 
mined. As  was  to  be  expected,  pharm- 
acists involved  in  such  pharmacies  for  a 
number  of  years  whose  charges  were 
based  on  lower  building  costs  did  not 
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favour  the  introduction  of  a  new  scheme 
that  would  greatly  increase  overheads. 

Many  of  the  suggestions  the  paper  con- 
tained were  regarded  as  fair  and  reason- 
able, but  the  main  item  of  interest  con- 
cerned the  rent  and  rates.  Negotiations 
between  the  profession  and  the  valuation 
department  would  shortly  take  place  but 
in  the  meantime  little  could  be  done.  Mr 
O'Rourke  drew  attention  to  the  fact  that 
comments  on  the  paper  had  to  be  made 
before  January  31  and  Council  agreed 
that  a  request  be  made  to  have  the  date 
extended  to  March  31. 

The  honorary  treasurer  reported  that 
the  president's  appeal,  issued  in  August, 
for  donations  to  the  Benevolent  Fund 
had  now  reached  £2,687.  In  reply  to  a 
question  the  secretary  said  the  composi- 
tion of  the  Benevolent  Fund  Committee 
had  been  laid  down  when  the  Council 
accepted  responsibility  for  the  Fund  in 
1950.  The  president,  honorary  treasurer 
and  secretary  of  the  Society  for  the  time 
being  were  chairman,  honorary  treasurer 
and  honorary  secretary  respectively.  The 
Ulster  Chemists'  Association  had  been  in- 
vited to  nominate  two  members  of  the 
committee  and  the  Associates'  Section 


The  pharmacy  practice  research  session 
at  1980  British  Pharmaceutical  Con- 
ference, at  the  University  of  Newcastle, 
will  be  held  on  Wednesday  afternoon, 
September  17.  The  session  will  give  the 
opportunity  for  pharmacists  to  convey 
the  results  of  original  work  relating  to 
any  aspect  of  pharmacy  practice,  but  the 
content  of  papers  should  be  such  as 
would  not  normally  be  accepted  for 
scientific  sessions. 

The  work  should  be  aimed  at  further- 
ing the  objectives  of  the  profession,  have 
a  practical  application  and  be  related  to 
the  social,  economic,  scientific  or  tech- 
nological aspects  of  pharmacy.  Schools 
of  pharmacy  have  indicated  their  willing- 
ness to  provide  intending  contributors 
with  advice  on  the  planning  of  their  pro- 
jects and  the  presentation  of  their  re- 
search papers.  Communications  should 
contain  a  maximum  of  1,200  words.  Sub- 
missions will  be  evaluated  by  an  adjudi- 
cating panel  and  each  paper  accepted  will 
be  allocated  10  minutes  for  presentation, 
followed  by  a  10-minute  discussion. 

The  Chemist  and  Druggist  Award, 
consisting  of  a  silver  medal  and  £50,  is 
made  annually  to  the  presenter  of  the 
paper  judged  to  be  of  the  best  quality 
and  presented  in  the  best  manner  to  the 
Conference. 

Communications  should  be  submitted 


one  member.  The  Council  had  also  ap- 
pointed additional  members,  some  of 
whom  were  now  finding  it  difficult  to 
attend  the  meeting.  After  discussion  it 
was  agreed  to  appoint  Messrs  J.  H.  Gal- 
braith,  J.  R.  L.  Gray  and  I.  D.  McKee  to 
membership  of  the  committee. 

The  secretary  said  he  had  just  received 
particulars  of  the  post-qualification  edu- 
cation and  training  programme  for  the 
Hilary  term.  Lectures  would  be  held  on 
Tuesdays  as  follows:  — 
January  15:  Renal  disease — Dr  J.  F. 
Douglas,  consultant  nephrologist,  renal 
unit,  Belfast  City  Hospital. 
January  22:  Trauma — Dr  R.  Armstrong, 
consultant  anaesthetist,  Ulster  Hospital, 
Dundonald. 

January  29  :  Iatrogenic  disease — Profes- 
sor P.  F.  D'Arcy,  professor  of  pharmacy, 
The  Queen's  University  of  Belfast. 
February  5 :  Use  of  patient  medication 
records  to  prevent  induced  disease — Mr 
J.  Shulman,  general  practice  pharmacist, 
NW  London. 

February  12:  Disorders  of  body  weight 
and  appetite— Professor  P.  D.  Buchanan, 
profesor  of  metabolic  medicine,  meta- 
bolic unit.  Royal  Victoria  Hospital,  Bel- 
fast. 

February  19:  Coronary  heart  disease — 
Dr  M.  Scott,  consultant  cardiologist,  Bel- 
fast City  Hospital. 

February  26 :  Children's  skin  diseases — 
Dr  D.  Burrows,  consultant  dermatologist, 
Royal  Belfast  Hospital  for  Sick  Children. 
March  4:  Affective  disorders  and  insom- 
nia— Professor  G.  Irwin,  professor  of 
general  practice,  The  Queen's  University 
of  Belfast. 


no  later  than  May  21,  1980.  Those  in- 
tending to  contribute  are  asked  to  apply 
early  for  full  details  to  Miss  C.  A. 
Jeffreys,  Pharmaceutical  Society  of  Great 
Britain,  1  Lambeth  High  Street,  London 
SE1  7JN. 


Presentation  of  the  1978  Leo  award  to 
Mr  H.  H.  Poole  (right),  area  pharma- 
ceutical officer,  Durham  AHA,  by 
Mr  S.  Black,  regional  field  sales  manager, 
Leo  Laboratories  Ltd.  Mr  Poole  presented 
his  paper  entitled  "Hospital  pharmaceutical 
manpower — what  are  the  needs  of  today 
and  tomorrow?"  to  an  audience  of  about 
60  pharmacists  in  Durham 
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Call  for  practice  research  papers 


LETTERS 


Another  approach 
to  remuneration 

As  a  new  approach  to  the  thorny  problem 
of  a  just  income  for  retail  pharmacy  may 
I  be  permitted  to  set  out  a  new  struc- 
ture as  follows :  — 

1.  A  varying  proportion  of  the  total  sum 
of  the  rent  and  rates,  light  and  heat,  and 
insurance  of  the  business  to  be  paid  for 
by  the  National  Health  Service.  This  is 
to  be  regarded  as  the  "basic  overheads". 

2.  A  standard  fee  of  £600  per  month  to 
be  paid  in  the  case  of  each  business 
dispensing  up  to  1,000  items  per  month, 
and  a  standard  fee  of  £650  in  the  case  of 
businesses  dispensing  up  to  1,500  items 
per  month. 

3.  A  further  £200  per  month  to  be  paid 
for  each  additional  500  items  per  month 
or  part  thereof. 

4.  An  annual  interest  (at  current  bank 
rate)  to  be  paid  on  the  value  of  the  dis- 
pensing stock. 

5.  NHS  prescriptions  to  be  priced  at  cost 
plus  VAT,  with  no  additional  fee. 

6.  Rotas,  oxygen  service  to  be  paid  for  as 
before. 

7.  Out-of-date  dispensing  stock  to  be  paid 
for  in  full. 

Assuming  basic  pharmacy  overheads  as 
in  table  1,  the  range  of  profits  per 
pharmacy,  in  comparison  with  the  current 
profit  would  be  as  in  table  2. 

If  this  pay  structure  could  be  put  into 
effect,  pharmacy  would,  no  doubt,  retain 
the  same  or  similar  strategic  sites  as 
hitherto  and  continue  to  give  the  tradi- 
tional first-class  service  it  has  always 
given  as  there  would  be  no  financial  risk 
involved.  Indeed,  the  aim  to  improve  our 
image  would  be  paramount. 

Is  my  scheme  a  little  too  near  to 
nationalisation?  Hardly,  as  no  part  of 


the  business  would  be  State-owned. 
Would  it  bring  pharmacy  a  little  nearer 
to  salvation?  Indubitably.  Is  it  too  costly 
a  prescription  for  the  Health  Service? 
But  could  anything  be  more  rational  or 
give  more  universal  benefit? 

My  figures  give  a  substantial  uplift  to 
the  smallest  dispensing  businesses,  but 
this,  I  feel,  is  as  it  should  be  if  we  are 
to  have  country-wide  coverage.  Unfor- 
tunately I  do  not  have  access  to  the  per- 
centages of  businesses  dispensing  the 
numbers  of  prescriptions  in  the  various 
categories.  I  am  therefore  unable  to  cal- 
culate the  total  cost  of  my  proposal  to 
the  Health  Service. 
Denzil  H.  Roberts 
St.  Leonards,  East  Sussex 

Glaxo  gain,  my  loss 

What  a  relief  that  the  month  of  Dec- 
ember 1979  is  over.  All  that  is  left  is 
the  task  of  taking  stock  of  the  effects 
produced  by  that  early  Christmas  gift 
presented  to  retail  pharmacy  by  the 
Glaxo  Group  on  December  3. 

All  we  needed  to  give  us  an  encour- 
aging start  to  what  turned  out  to  be  a 
mediocre  period  of  Christmas  trading 
were  those  staggering  across-the-board 
increases,  often  around  50  per  cent,  in 
the  price  of  products  marketed  by 
Glaxo,  Allen  &  Hanburys  and  Duncan 
Flockhart.  I'm  sure  I  was  not  alone  in 
not  having  four  weeks'  stocks  at  Dec- 
ember 3,  particularly  with  cash  diverted 
to  investment  in  Christmas  goods. 
Neither,  I  am  certain,  was  I  alone  in 
dreading  the  sight  of  those  prescriptions 
for  Ventolin  inhalers  (increase  £1.96  to 
£2.86)  Ventolin  tablets  4mg  (increase 
£1.65X100  to  £2.45)  and  Ventolin  Rota- 
caps  (increase  £4.00x100  to  £5.96). 
Paying  manufacturers  via  the  govern- 
ment for  the  privilege  Of  dispensing  their 
products  is  not  my  concept  of  viable  re- 
tail pharmacy.  And  that  patient  whom 
I'd  never  seen  before  who  triumphantly 
produced  a  prescription  for  2  X  100ml 


Table  1 


Business  as  a  whole 

Rent 

Rates 

Light /Heat 
Insurance 

Interest  on  dispensing  stock 
(say  £10,000) 


£200  per  month  * 

£  60    „  „  * 

£  30    „  „  * 

£  20    „  „  * 

£125  „ 


Total 

*  if  section  of  a  large  store  to  be  based  on  area. 


Dispensing  (50pc) 

£100  per  month 
£  30  „ 
£  15  „ 
£  10  „ 

£125  „ 

£280  per  month 


Table  2 


NHS 

Proposed 

Current 

items 

Standard  fee 

profit 

profit 

500 

£  600  +    5pc  basic 

£  614 

£  230 

1,000 

£  600  +  lOpc  „ 

£  628 

£  460 

1,500 

£  650  +  15pc  „ 

£  692 

£  690 

2,000 

£  850  +  30pc  „ 

£  934 

£  920 

2,500 

£1050  +  40pc  „ 

£1162 

£1150 

3,000 

£1250  +  50pc  „ 

£1390 

£1380 

3,500 

£1450  +  60pc  „ 

£1618 

£1610 

4,000 

£1650  +  75pc  „ 

£1860 

£1840 

4,500 

£1850  +  90pc  „ 

£2102 

£2070 

5,000 

£2050  -hlOOpc  „ 

£2330 

£2300 

Dermovate  scalp  application  (costing 
me  £17.54  for  which  I  would  get  a 
basic  reimbursement  of  £13.50).  I  must 
shamefully  admit  that  I  was  not  dis- 
appointed when  he  decided  to  take  it 
elsewhere  as  I  had  only  one  in  stock. 

But  I  was  pleased  to  read  on  Decem- 
ber 15  that,  following  disappointing  half- 
year  results  when  pre-tax  profits  drop- 
ped from  £86. 36m  to  £72. 27m,  Glaxo's 
chairman  could  see  signs  of  improve- 
ment following  the  recent  increases  in 
the  price  of  drugs.  As  a  small  retail 
chemist  it  was  gratifying  to  learn  that 
my  December  losses  helped  in  some 
small  way  to  extricate  the  Glaxo  group 
from  such  unfortunate  financial  difficul- 
ties. 

Alan  Pepler 

Minehead,  Somerset 

POSTSCRIPTS 

Too  many  chemists! 

There  are  five  chemists  shops  already 
trading  Within  the  hundred  yards  and 
now  the  council  have  seen  fit  to  give 
planning  permission  for  a  sixth.  The 
"hundred  yards"  in  question  is  from 
London's  South  Kensington  Station  to 
Queen's  Gate  along  the  Old  Brompton 
Road  and  it  is  quoted  in  a  letter  to 
Chelsea  Post  as  a  "glaring  example  of 
bad  planning." 

The  writer  adds:  "That  makes  one 
chemist  shop  per  under  seventeen  yards. 
Which  only  suggests  we're  dither  a  bunch 
of  hypochondriacs  or  our  planners  have 
gone  mad." 

'Mr  Yuk'  lives  on 

Health  officials  in  Sheffield  are  looking 
for  sponsors  for  a  "Mr  Yuk"  campaign 
in  which  a  cartoon  of  a  distorted  face 
would  be  stuck  on  medicine  bottles  and 
dangerous  household  products. 

The  symbol — a  sad,  sick  face  with  its 
tongue  hanging  out — was  devised  by  the 
National  Poisons  Centre  Network  in  the 
United  States  where  it  was  found  to  be 
more  effective  than  other  symbols,  such 
as  the  skull  and  crossbones,  in  warning 
children  off  poisons.  The  NPCN  has 
given  copyright  permission  for  a  pilot 
trial  in  Sheffield. 

Mr  Howard  Farrand,  a  principal 
officer  at  Sheffield  City  Council,  told 
C&D  that  the  first  batch  of  stickers  will 
cost  about  £2,000;  a  printing  firm  has 
already  offered  to  provide  50,000  free 
of  charge.  The  aim  would  be  to  run  an 
educational  campaign  through  the 
schools,  backed  by  Press  and  radio  pub- 
licity, in  which  parents  and  children 
would  stick  their  own  "Mr  Yuk"  symbols 
on  potentially  harmful  household  pro- 
ducts. At  a  later  stage,  pharmacists  would 
be  asked  to  put  the  stickers  on  dis- 
pensed medicines.  The  Health  Educa- 
tion Council  has  declined  to  give  fin- 
ancial support  on  the  grounds  that  more 
research  is  needed  to  see  whether  the 
"Mr  Yuk"  symbol  would  be  successful 
in  the  UK.  "But  it  is  an  excellent  idea 
in  principle,"  a  spokesman  said. 
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Clinical  trials 
go  overseas 

Over  80  per  cent  of  new  medicines  dis- 
covered in  the  UK  go  overseas  for  clin- 
ical testing,  and  pharmaceutical  research 
and  production  tend  to  follow.  This 
estimate  was  given  during  a  discussion 
at  a  recent  Medico-Pharmaceutical 
Forum  meeting. 

Dr  Paul  Bayliss,  ICI  Ltd,  said  the 
amount  of  work  that  had  to  he  carried 
out  in  the  UK  before  a  new  medicine 
could  be  tested  in  patients  was,  on  aver- 
age, over  four  times  that  needed  in  Ger- 
many, Holland,  Sweden  and  the  US.  An 
analysis  from  ICI  showed  that  97  per 
cent  of  research  work  was  abortive, 
largely  because  extensive  tests  were 
carried  out  on  compounds  that  were  later 
abandoned  at  the  early  clinical  testing 
stage.  The  only  way  to  increase  produc- 
tive research  work  would  be  to  obtain 
an  earlier  clinical  decision,  he  said.  Many 
of  the  present  testing  requirements  were 
inappropriate  and  the  UK's  regulations 
were  driving  clinical  work  on  potential 
new  medicines  out  of  the  country. 

Dr  Bayliss  said  there  were  rumours 
that  changes  might  take  place  in  the  UK 
and  he  recommended  a  system  similar 
to  that  used  in  Germany,  with  guidelines 
for  the  appropriate  tests  rather  than 
lengthy  formal  approvals. 

Professor  Colin  Dollery,  Hammer- 
smith Hospital,  accepted  that  it  was 
necessary  to  regulate  the  marketing  of 
medicines  but  questioned  the  need  to 
regulate  clinical  trials.  The  risks  of  early 
and  well  supervised  clinical  testing  were 
small  compared  to  those  involved  when 
a  medicine  "descends  from  the  scien- 
tific temple  into  the  market  place." 
Regulations  should  be  directed  to  the 
greater  rather  than  the  lesser  risk,  he 
suggested. 

In  the  UK  the  work  required  before 
clinical  trials  were  allowed  was  almost  as 
much  as  that  needed  for  marketing 
approval,  he  continued.  Early  studies  of 
new  medicines  were  no  longer  being 
carried  out  here  because  other  countries 
had  less  protracted  systems,  a  situation 
which  was  "disadvantageous  to  everyone 
in  Britain,  whether  they  be  patients,  prac- 
titioners, academics  or  industrialists." 

The  chairman  of  the  Medicines  Com- 
mission, Professor  Sir  John  Butterfield, 
agreed  that  current  regulations  were 
threatening  medical  advances.  He  felt 
that  the  regulatory  authorities  tried  to 
legislate  for  all  eventualities.  "It  is  just 
as  impossible  to  cover  all  eventualities 
as  it  is  to  have  a  new  medicine  with 
absolute  safety,"  he  said. 

Aspirin  results 
Inconclusive' 

A  further  trial  of  aspirin  in  the  preven- 
tion of  death  after  myocardial  infarction 
has  proved  to  be  inconclusive. 

Aspirin  300mg  three  times  daily  was 
given  for  a  year  in  a  randomised  con- 
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trolled  double-blind  trial  involving  1,682 
patients,  who  had  suffered  a  heart  attack. 
According  to  a  recent  report  in  The 
Lancet,  total  mortality  was  12.3  per  cent 
in  patients  given  aspirin  and  14.8  per  cent 
in  those  given  a  placebo.  Although  deaths 
were  reduced  by  17  per  cent  in  the 
aspirin  group,  the  authors — P.  C.  Elwood 
and  P.  M.  Sweetnam,  MRC  Epidemi- 
ology Unit  (South  Wales),  Cardiff — say 
this  reduction  was  not  statistically  signifi- 
cant. They  add  that  the  trial  was  limited 
by  the  high  withdrawal  rate  and  prob- 
lems with  compliance. 

Natural  mints  hold 
their  market 

Synthetic  substitutes  for  peppermint 
(Mentha  piperita)  and  spearmint  oils  offer 
little  threat  as  yet  to  the  natural  products 
despite  large  investments  by  major  com- 
panies in  recent  years  to  produce  suitable 


alternatives,  concludes  a  report  by  the 
Tropical  Products  Institute. 

Oil  production  has  increased  because 
the  high  prices  have  encouraged  new  pro- 
ducers in  Argentina,  Brazil,  India  and 
New  Zealand.  So  far  their  output  has  had 
no  effect  on  the  market.  The  report  adds 
that  the  trend  in  Mentha  arvensis  oil 
production  is  expected  to  be  stable  or 
downward  reflecting  a  substitution  by 
Brazil,  a  major  supplier,  of  its  crop  with 
more  financially  remunerative  crops. 

Whilst  Paraguay's  production  of  crude 
Mentha  arvensis  has  risen  from  almost  nil 
to  around  1,100  metric  tons  in  the  past 
decade,  production  is  expected  to  level 
off  at  about  1,500  tons  a  year.  In  con- 
cluding that  it  is  difficult  to  forecast 
future  trends,  most  observers  "see  a 
growth  rate  around  5  per  cent." 
"The  markets  for  mint  oils  and  menthol 
(G126),"  (£3.80).  P.  Greenhalgh,  Tropical 
Products  Institute,  56  Grays  Inn  Road, 
London  WCIX  8LU. 


NOW  IS 
THE  TIME 

to  stock  up  with 

OPAS* 


The  tried  and  trusted 
indigestion  remedy 

Ask  your  Wigglesworth 
representative  about 
bonus  offers 

WIGGLESWORTH  LIMITED 


Westhoughlon  Bolton  BLS  .^SL.  Telephone:  0942  811%7 

A  rax  into  -r  <  >1 1  h<  •  WILLOWS  FRANCIS  GROUP 
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BUSINESS  MATTERS 

Overdue  taxes  could  be 
12  per  cent  interesting 

by  a  barrister 


For  the  past  four  years,  the  Inland  Re- 
venue have  been  allowed  to  charge  in- 
terest on  overdue  tax  even  though  the 
taxpayer  may  be  challenging  a  particu- 
lar assessment  and  this  remains  so  in 
spite  of  the  fact  that  the  taxpayer  may 
be  displaying  that  his  appeal  is  genuine 
(and  not  a  time  wasting  device)  by  tak- 
ing his  case  to  the  Commissioners. 

The  rules  in  respect  of  businesses  are 
complicated  but,  in  general,  from  Janu- 
ary 1  interest  at  12  per  cent  is  payable 
from  the  date  the  tax  becomes  due  un- 
til the  actual  date  of  payment.  If  only 
part  of  the  tax  is  under  challenge  it  is 
desirable  to  make  a  payment  of  the 
amount  that  is  not  challenged  and  ask 
the  Inland  Revenue  to  agree  to  post- 
ponement of  the  part  under  dispute.  If 
there  is  good  cause  for  this,  the  Inland 
Revenue  usually  behave  reasonably  and 
then  interest  on  this  amount  does  not 
become  payable  until  the  actual  amount 
is  finally  agreed  between  your  business 
and  the  tax  people. 

In  respect  of  tax  overpaid  by  you  in 
respect  of  income,  the  Inland  Revenue 
are  liable  to  pay  you  interest.  However, 
it  should  be  noted  that  the  rules  are  not 
nearly  as  generous  as  when  the  boot  is 
on  the  other  foot.  Interest  only  becomes 
payable  by  the  Revenue  to  you  when 
its  repayment  is  made  more  than  12 
months  after  the  tax  year  to  which  it 
is  appropriate — and  only  then  when  the 
amount  to  be  repaid  amounts  to  more 
than  £25. 

Binding  contracts 

Questions  often  arise  on  whether  an 
agreement  not  in  writing  can  be  held  to 
be  binding  at  law.  To  answer  them  it  is 
necessary  to  state  that  for  a  contract  to 
come  into  existence  there  must  be  an 
offer  by  one  party,  an  acceptance  by  the 
other  party  and  some  consideration  either 
passing  between  the  two  or  some  promise 
made  by  one  party  to  the  other. 

This  is  a  summarised  statement  of  the 
law  but  at  its  simplest  form  it  can  occur 
when  someone  says  to  another  person,  "I 
offer  you  these  goods  for  £10"  (the  offer), 
the  dher  person  says,  "I'll  have  them 
for  that  sum"  (the  acceptance)  and  the 
consideration  is  the  sum  of  £10  or  a 
promise  to  pay  the  £10. 

Now  if  that  situation  occurs  does  this 
have  to  be  in  writing  to  bind  the  parties 
legally?  The  short  answer  is  no,  unless 
the  contract  falls  into  a  certain  category. 
For  example,  contracts  involving  the  sale 
of  land  or  buildings  have  to  be  evidenced 
in  writing  to  satisfy  a  court.  So  do  hire- 
purchase  agreements  and  contracts  for 
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the  transfer  of  patents  and  the  lending 
of  money.  But  contracts  of  employment 
can  be  binding  by  word  of  mouth  (al- 
though within  13  weeks  of  an  employee 
starting  work  a  written  statement  of  his 
main  terms  of  employment  must  be  han- 
ded to  him).  Goods  and  supplies  can  also 
be  ordered  verbally  and  once  the  order 
is  accepted  a  legally  binding  contract 
has  come  into  existence  even  though 
nothing  has  been  put  into  writing. 

Although  verbal  binding  agreements 
can  be  made,  it  is  always  desirable  in  the 
case  of  important  sales  or  purchases,  to 
reduce  the  terms  to  writing.  A  legally 
enforceable  agreement  can  be  made  ver- 
bally, but  it  may  be  difficult  to  prove  in 
a  court  of  law. 

Lost  deliveries 

Because  of  a  wide  variety  of  factors  such 
as  traffic  delays  and  industrial  disputes, 
deliveries  of  goods  or  supplies  can  be 
affected.  In  many  circumstances  a  van 
or  lorry  might  arrive  at  a  shop,  factory 
or  warehouse  after  these  premises  are 
closed  for  the  day  or  the  weekend. 

It  has  been  known  for  packages  to  be 
left  outside  the  premises  in  a  supposed 
safe  place — only  for  those  packages  to 
disappear.  Or  the  friendly  occupiers  of 
premises  nearby  may  have  agreed  to 
take  the  goods  concerned  and  hold  them 
for  the  firm  that  is  closed.  Then  damage 
occurs  or  the  friendly  neighbour  does  not 
take  the  proper  care.  Who  then  has  to 
meet  the  loss? 

Everything  hinges  on  what  is  or  was 
agreed  between  yourself  and  the  firm 
delivering  to  you.  If  you  or  one  of  your 
staff  have  said  to  the  deliverers,  "If  we 
are  closed  then  leave  the  goods  in  the 
yard  at  the  back  or  by  the  side  gate", 
and  the  deliverers  comply  with  this  in- 
struction, then  you  will  have  to  bear  the 
loss.  It  is  unlikely  that  your  insurers  will 
cover  you  b  circumstances  such  as  this. 

If  you  giw  instructions  that  the  goods 
should  be  left  on  neighbouring  premises, 
then  the  occupiers  of  those  premises  (un- 
less you  pay  them  for  taking  in  the  sup- 
plies) will  only  be  liable  if  they  have  been 
grossly  negligent  in  taking  care  of  the 
delivery  until  you  pick  it  up.  Otherwise, 
you  have  to  bear  the  loss. 

Alternatively,  if  you  or  your  staff  have 
given  no  instructions  to  the  deliverers, 
then  it  is  their  duty  to  deliver  the  goods 
into  your  hands  directly  and  if  this  is 
not  done,  the  driver  and  his  employers 
will  have  to  stand  any  loss.  This  legal 
difficulty  may  mean  taking  the  goods 
back  and  calling  again.  However,  if  you 
are    particularly    anxious    to  receive 


delivery  urgently  then  you  should  make 
really  safe  arrangements  for  receipt  of 
the  goods  so  that  the  driver  will  have 
precise  instructions  on  what  to  do. 

First  aid  rules 

All  shops,  offices  and  factories  with 
employees  are  required  by  law  to  keep  a 
first-aid  box  on  the  premises;  a  failure  to 
do  so  can  result  in  a  fine.  There  are  also 
provisions  for  more  than  one  first-aid 
box — the  scale  is  one  box  for  every  150 
people  or  part  of  150. 

What  the  first  aid  box  should  contain 
as  a  minimum  is  also  set  out — sterile  un- 
medicated  dressings  for  fingers,  medium 
sized  dressings  for  hands  and  feet  and 
large  dressings  for  other  parts  of  the 
body.  In  addition  there  should  be  steri- 
lised eye  pads,  safety  pins,  antiseptic 
swabs,  adhesive  wound  dressings  and  an 
extra  large  shell  dressing.  The  swabs  and 
shell  dressing  can  be  omitted  where  there 
are  10  employees  or  less  employed  on  the 
premises.  The  box  must  also  contain  the 
health  and  safety  first-aid  leaflet. 

Where  there  are  special  features  re- 
lating to  the  employment  other  first-aid 
items  should  be  included,  for  example,  in 
a  shop  or  workplace  involving  the  heavy 
use  of  water,  a  waterproof  dressing 
should  be  included.  The  number  of 
dressings  and  items  in  any  one  box  will 
depend  on  the  number  of  people  em- 
ployed. As  an  example,  where  there  are 
under  10  employees  there  is  need  for 
three  finger  dressings  whereas  six  are  re- 
quired for  between  10  and  50  employees. 

In  a  factory  a  trained  first-aider  is  re- 
quired on  the  premises  where  50  or  more 
people  are  employed  but  in  shops  and 
offices  this  does  not  come  into  operation 
below  150  people. 

If  there  is  any  doubt,  the  enforcement 
officer  responsible  for  health  and  safety 
should  be  consulted. 

Retirement  relief 

For  those  who  dispose  of  a  business  on 
retirement  the  thought  of  capital  gains 
tax  looms  large,  because  this  can 
seriously  affect  the  money  available  to 
the  individual  after  retirement.  Since 
1978  the  following  rules  apply  giving 
capital  gains  tax  relief  to  those  who  dis- 
pose of  a  business  after  April  1978,  for 
the  purpose  of  retirement. 

The  maximum  relief  of  £50,000  is 
given  at  age  65  where  the  business  has 
been  held  for  10  years.  Between  60  and 
65  relief  is  given  on  a  restricted  scale  and 
this  also  applies  where  the  business  has 
been  held  for  over  one  year  and  less  than 
10  years.  The  formula  for  working  out 
the  relief  is  as  follows:  age  less  60  multi- 
plied by  £1,000  multiplied  by  the  length 
of  time  the  business  has  been  held  up  to 
a  maximum  of  10  years. 

For  family  trading  companies  operat- 
ing through  a  share  system  where  shares 
are  disposed  of  due  to  retirement  there 
is  also  relief  on  similar  principles  but 
your  accountant  or  Inland  Revenue 
office  should  be  consulted  since  com- 
plications can  arise  in  these  situations. 
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COMPANY  NEWS 

Schering-Plough  buy 
RimmeS  from  ITT 

The  US  corporation  Shering-Plough  have 
purchased  Rimmel  International  from 
International  Telephone  and  Telegraph 
Corporation  for  an  undisclosed  amount 
of  cash. 

Shering-Plough  hope  that  Rimmel  will 
complement  Plough  (UK)  Ttd,  their 
beauty  aids  business  in  the  UK.  They 
intend  Rimmel  to  continue  to  operate  as 
a  separate  entity  under  its  present  man- 
agement. 

Schering-Plough  are  already  a  major 
producer  and  marketer  of  "ethical" 
pharmaceuticals,  proprietary  medicines, 
toiletries,  household  products,  foot  care 
products  (Scholl)  and  cosmetics  (includ- 
ing Maybelline).  Rimmel  is  claimed  to 
be  the  largest-selling  brand  of  shop- 
bought  lipsticks,  eye  make-up  and  nail 
lacquers  in  the  UK,  and  is  sold  in  over 
90  countries. 

UK  gloom,  German 
boom  in  chemicals 

Department  of  Trade  third  quarter 
figures  for  the  United  Kingdom  chemicals 
industry  have  reiterated  the  problems 
facing  chemical  producers. 

Output  in  the  industry  in  the  first 
nine  months  of  1979  was  some  3  per 
cent  up  on  the  same  period  in  1978 — a 
bad  start  to  the  year  being  compensated 
by  relatively  high  summer  output  and 
sales.  But  the  Department  says  that  there 
are  signs  that  demand  is  now  weakening 
as  the  general  economic  outlook  becomes 
gloomier.  Prospects  for  pharmaceuticals 
and  synthetic  resins  are  especially  pessi- 
mistic after  this  sector's  particularly 
poor  performance  in  1979. 

A  modest  3  per  cent  growth  in  ex- 
ports was  far  outweighed  by  an  estimated 
18  per  cent  rise  in  imports,  though  the 
Department  indicates  that  there  may  be 
some  evidence  of  a  slowing  down  of  the 
rapid  growth  of  imports  over  the  past 
two  years.  Nonetheless,  the  cost  of 
materials  and  fuel  rose  sharply  in  the 
third  quarter  to  a  level  some  22  per  cent 
higher  than  a  year  ago  and  companies 
with  a  high  level  of  international  trade 
are  warned  by  the  Department  that 
this,  the  continuing  strength  of  sterling, 
and  high  interest  rates,  together  make 
imports  increasingly  competitive  in  the 
UK  and  British  exports  relatively  ex- 
pensive. 

Unlike  the  UK  chemicals  producers, 
the  German  chemicals  companies  have 
had  something  of  a  boom  year.  Entering 
the  1980's  with  confidence  and  healthy 
order  books,  German  producers  such  as 
Hoechst,  Bayer  and  BASF  leave  a  year 
which  saw  high  sales  and  improved  pro- 
fits. Much  of  the  increase  is  said  to  be 
attributed  to  the  increase  in  demand  for 
petrochemical  products  caused  by  the 
fear  of  rapidly  increasing  oil  prices. 

The  biggest  single  growth  was  in  ex- 
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ports  which  increased  by  20  per  cent 
to  a  value  of  some  £11.5bn.  Exports  now 
account  for  about  43  per  cent  of  total 
production. 

Heavy  organic  chemicals  showed  the 
highest  growth  rate,  with  pharma- 
ceuticals, and  cosmetics  below  the  aver- 
age rate  of  growth. 

Rapid  growth  is  expected  in  the 
chemical  industry  in  Scotland  according 
to  a  recent  survey  conducted  by  the 
Scottish  Council  for  Development  and 
Industry. 

While  manufacturing  industry  in 
general  is  said  to  face  a  gloomy  1980 
with  a  predicted  loss  of  jobs  and  a  de- 
crease in  investment,  chemicals,  electrical 
engineering  and  the  construction  industry 
could  be  in  for  a  boom. 

Roche  group  improve 

The  Roche  group  (Hoffman-La  Roche, 
its  Canadian  affiliate  Sapac  Corporation 
and  their  subsidiaries)  increased  turn- 
over by  over  7  per  cent  in  1979.  This 
takes  their  combined  turnover  to  around 
SwFr  5.18bn. 

In  1978  turnover  fell  by  11.7  per  cent 
to  SwFr  4.8bn  due  to  the  exchange 
rates  for  the  Swiss  franc  and  although 
rates  maintained  a  relatively  high  level 
in  1979,  their  effect  on  sales  was  con- 
siderably less. 

Pharmaceuticals,  the  biggest  single 
activity  of  the  group,  had  a  disappoint- 
ing year,  increasing  turnover  by  around 
2  per  cent.  The  vitamins  and  fine 
chemicals  sector  produced  the  best  re- 
sults with  an  approximate  increase  of 
12  per  cent  while  perfumes  and  flavour- 
ings were  up  6  per  cent. 

Profitability  of  the  group  is  expected 
to  be  slightly  improved. 

Bibby  buy  Sterilin 
for  £4.4m 

J.  Bibby  &  Sons  Ltd  have  acquired  the 
remaining  60  per  cent  of  Sterilin  Ltd, 
that  they  did  not  already  own,  for  a 
maximum  sum  of  £4.4m. 

A  new  medical  and  hospital  supplies 
division  will  be  formed,  run  by  Mr 
Thomas  Tait,  Sterilin's  chief  executive. 
He  also  joins  Bibby's  main  board. 

Bibby's,  through  their  subsidiary 
Henry  Cooke  Ltd,  are  already  a  manu- 
facturer of  sterilisable  papers  for  medical 
applications  and  the  acquisition  of  the 
remainder  of  Sterilin,  who  manufacture 
disposable  laboratory  products,  is  ex- 
pected to  increase  their  market  share. 

Since  Bibby  bought  a  20  per  cent 
share  in  Sterilin  in  1977.  it  has  retained 
the  right  to  buy  the  remainder  in  1984. 
The  option  has  been  taken  early  because 
of  Bibby's  currently  strong  position  and 
the  general  economic  uncertainty. 

Weddel  ampoule  line 

Weddel  Pharmaceuticals  Ltd  have  re- 
cently ordered  from  Robert  Bosch  Pack- 
aging Machinery  (UK)  Ltd,  a  Strunck 
compact  ampoule  washing  and  filling 
line.  The  line,  which  comprises  an  ultra- 


sonic cleaning  machine,  a  drying  and 
sterilising  tunnel  which  employs  gold 
vapour-coated  quartz  glass  radiant 
heaters  and  an  ampoule  filling  and  seal- 
ing unit,  will  be  only  the  second  line  of 
its  type  to  be  installed  in  the  UK. 

The  line  will  be  installed  at  Weddel's 
Wrexham  plant  in  April — after  the 
Pakex  exhibition  where  it  Will  be  shown 
on  the  Bosch  Packaging  stand. 

Briefly 

Glaxo  Group:  The  US  subsidiary, 
Meyer  Laboratories  Inc.  has  been  re- 
named Glaxo  Inc.  Glaxo  acquired 
Meyer  in  1978  in  order  to  develop  a 
direct  US  marketing  outlet  for  their 
pharmaceutical  products. 

UG  Closures  &  Plastics:  A  new  ware- 
house which  will  give  increased  capacity 
for  finished  stocks  and  raw  materials,  as 
well  as  allowing  increased  production  has 
been  opened.  The  complex,  which  re- 
quired £llm  investment,  has  been  con- 
structed alongside  UG's  existing  factory 
on  the  east  side  of  Norwich. 

Philip  Harris  (Holdings)  Ltd  have  re- 
ported disappointing  results  for  the  six 
months  to  September  30,  1979  due,  they 
say,  to  delays  in  the  award  of  substantial 
export  contracts.  Pre-tax  profits  were 
down  from  £371,714  to  £479,230  for  the 
same  period  last  year,  on  a  turnover  of 
£6. 48m  compared  with  £6. 50m. 

Savory  and  Moore  Ltd  have  acquired 
two  businesses  from  Westons  (Chemists) 
Ltd.  The  shops,  which  immediately  will 
trade  as  Savory  and  Moore  branches, 
are  at  35  Highlands  Road,  Fareham, 
Hants  (manager  Mr  H.  L.  Butt,  MPS) 
and  29  High  Street,  Pershore,  Worcs 
(manager  Mr  P.  W.  Russell  MPS). 
Savory  and  Moore  have  also  acquired 
John  A.  Gardiner  Ltd,  3  High  Street, 
Ely,  Cambs.  This  shop  will  in  future 
trade  as  a  branch  of  Savory  and  Moore 
and  will  be  managed  by  Mr  J.  B. 
Wilber,  MPS. 

APPOINTMENTS 


Association  of  the  British  Pharmaceu- 
tical Industry:  Mr  David  Massam,  LLB, 


David  Massam,  LLB,  MPS. 
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This  Norbrook  Laboratories  factory  in  Newry,  Northern  Ireland,  was  officially  opened  recently  by  Mr  Giles  Shaw,  MP,  Under  Secretary 
of  State  for  Northern  Ireland,  in  the  presence  of  a  number  of  representatives  from  the  pharmaceutical  industry.  The  factory  has  been 
equipped  at  a  cost  of  some  £1.25m  and  Norbrook  now  claim  the  largest  and  most  modern  production  facility  in  Europe  for  the 
manufacture  of  veterinary  sterile  injections.  They  also  manufacture  aerosols,  intramammaries  and  tablets.  On  the  right,  Mr  Shaw 
talks  to  Mr  Edward  Haughey,  managing  director  of  Norbrook  (centre),  and  Mr  G.  I.  James,  managing  director  of  Willows  Francis 
Group  (right) 


MPS,  has  been  appointed  deputy  secre- 
tary. He  has  served  with  the  Associ- 
ation for  10  years,  first  as  an  executive 
officer  and  since  1976  as  assistant 
secretary. 

Ciba-Geigy  (UK)  Ltd:  John  S.  Fraser 
has  been  appointed  to  the  board.  He 
has  been  managing  director  and  chief 
executive  of  Ilford  Ltd  since  1978. 
Johnson  Wax  Ltd:  Mr  Edward  Newton 
has  been  appointed  market  research 
manager.  Mr  Newton  was  previously 
brand  manager  with  Lever  Brothers. 
Lilly  Industries  Ltd:  Mr  Paul  S.  Harvey 
has  been  appointed  director  of  personnel. 
He  succeeds  Mr  Vince  P.  Traux  who  is 
now  director  of  personnel  for  Eli  Lilly's 
European  office. 

Radiol  Chemicals  Ltd:  Three  represen- 
tatives have  been  appointed:  Mr  Mar- 
tin Walport  (Scotland),  Mr  Howard 
Tyres  (Yorkshire)  and  Mr  Robert  Cad- 
man  (south  Midlands/south  Wales). 
Galaxy,  the  merchandising  division  of 
Pretty  Polly,  have  appointed  Mr  Jack 
Millar  as  director  of  field  sales  from 
January  1.  He  has  been  with  the  com- 
pany since  1972  as  northern  sales  man- 
ager and  general  field  sales  manager. 
Schwarzkopf  Ltd:  The  retail  division 
has  effected  the  following  personnel 
changes:  Lew  Vine  is  now  national 
sales  manager,  Geoff  O'Conner  has 
been  appointed  area  sales  manager  and 
Geoff  Harrison  national  accounts  man- 
ager. 

Chemical  Industries  Association:  Miss 
Moira  T.  Darner  has  been  appointed  to 
the  new  post  of  head  of  international 
trade.  She  has  been  with  CIA  for  the 
past  four  years  and  previously  held  re- 
search and  production  appointments  with 
Mallory  Batteries  Ltd. 


Exhibitions 
and  fairs 
in  1980 

United  Kingdom 

Pakex  '80  (International  Packaging  Ex- 
hibition), National  Exhibition  Centre, 
Birmingham.  Industrial  and  Trade  Fairs 
Ltd,  Radcliffe  House,  Blenheim  Court, 
West  Midlands  B91  2BG.  March  17-21. 
Wholesale  Buyers  (Spring)  Gifts  Fair, 
Olympia,  London.  Trade  Promotion  Ser- 
vices Ltd,  Exhibition  House,  6  Warren 
Lane,  London  SE18  6BW.  May  11-14. 
Shopex  (International  Self-service  Display 
Equipment  and  Shopfitting  Exhibition), 
Olympia,  London.  Westbourne  Exhibi- 
tions Ltd,  Crown  House,  London  Road, 
Morden,  Surrey  SM4  5EB.  May  18-22. 
British  Hospitals  and  Medical  Exhibition, 
Olympia,  London.  Fairs  and  Exhibitions 
Ltd,  21  Park  Square  East,  Regents  Park, 
London  NW1  4LH.  June  3-6. 
Interphex  (International  Exhibition  for 
the  Pharmaceutical,  Cosmetics,  Toiletry, 
Perfumery  and  Allied  Industries),  Metro- 
pole  Exhibition  Centre,  Brighton.  BPS 
Exhibitions  Ltd,  18  Marine  Parade, 
Brighton  BN2  1TL.  June  10-13. 
Eurochem  (International  Chemical  and 
Process  Engineering  Show  and  Confer- 
ence), National  Exhibition  Centre,  Birm- 
ingham. Clapp  and  Poiiak  Europe  Ltd, 
232  Acton  Lane,  London  W4  5DL.  June 
23-27. 

Birmingham  Gift  Fair,  Bingley  Hall 
Exhibition  Centre,  Birmingham.  Trade 
Promotions  Services  Ltd,  Exhibition 
House,  6  Warren  Lane,  London  SE18 
6BW.  August  10-14. 


Overseas 

Powder  Europa  80,  Wiesbaden,  January 
22-24.  f 

British  Medical  Exhibition,  Peking, 
March  12-22.  f 

World  Photographic  Congress  and  Exhi- 
bition (Photo  '80),  Singapore,  March 
15-21.  t 

Photo   Marketing   Association  Conven- 
tion, Las  Vegas,  March  27-30.  t 
Pharmaceuticals  (Ipharmex  '80),  Genoa, 
April  17-20.  t 

International  Trade  Fair  for  Pet  Supplies, 
Wiesbaden,  May  2-4.  f 
Medical  Care  and  Health,  Gothenburg, 
May  6-10.  t 

Cosmetics  80,  Munich,  May  9-11.  t  De- 
tails from    ECL  (Exhibition  Agencies) 
Ltd,  11   Manchester  Square,  London. 
Chemical  Plant  Equipment  Exposition, 
Philadelphia,  June  9-12.  f 
Public  Health,  Medical  Equipment  and 
Drugs     Exhibition,  Zdravookhranenie, 
Moscow,  August  26-September  9.  t 
World  Fair  of  Photography  (Photokina), 
Cologne,  September  12-18.  t 
West    Africa    Health-care  Exhibition, 
Abidjan,  September  16-19.  t 
Exposition     of     Chemical  Industries, 
Chicago,  December  8-11.  f 
f  British  Overseas  Trade  Board  support 
planned  or  under  consideration.  Informa- 
tion from  Fairs  and  Promotion  Branch, 
Department  of  Trade,  Hillgate  House,  26 
Old  Bailey,  London  EC4M  7HU. 


□  Each  year  about  20  deaths  and  some 
5.000  injuries  result  from  accidents  in- 
volving lift  trucks  according  to  a  guid- 
ance booklet  published  by  the  Health 
and  Safety  Executive.  The  booklet, 
"Safety  in  Working  with  Lift  Trucks" 
(HM  Stationery  Office,  £1.00)  aims  to 
ensure  operators  are  properly  trained. 


12  January  1980 


Chemist  &  Druggist  61 


MARKET  NEWS 

Subdued  trading 

London,  January  9:  Unlike  the  demand 
for  gold  during  the  week  the  markets 
for  crude  drugs  and  essential  oils 
were  subdued,  being  still  affected  by 
the  Christmas  and  New  Year  holidays 
and  by  the  balancing  of  books  which 
takes  place  around  this  time  in  many 
business  houses. 

In  crude  drugs  Canada  and  copaiba 
balsams  were  easier.  Also  down  were 
cascara  and  Chinese  menthol.  The  dis- 
turbed situations  in  Iran  and  Afghan- 
istan were  blamed  for  a  rise  in  price 
of  liquorice  root.  Unexplained  was 
a  sharp  rise  in  Peru  silver-grey 
cochineal. 

Lower  among  essential  oils  were 
cananga,  petitgrain  and  Chinese 
citronella  and  peppermint.  Eucalyptus 
was  £1.80  kg  against  £1.65  previously. 

Pharmaceutical  chemicals 

Acetic  acid:  4-ton  lots,  per  metric  ton  delivered — 
glacial  BPC  £370;  99.5  per  cent  £356;  80  per 
cent  grade  pure  £321;  technical'  £303. 
Acetone:  £410  metric  ton  for  30-drum  lots. 
Ammonium  acetate:  BPC  1949  crystals  £0.7378  kg 
in  50  kg  lots;  strong  solution  BPC  1953  £0.243  kg 
in  250-kg  lots. 

Ammonium  bicarbonate:  BPC  £190.83  metric  ton, 
ex-works,  in  50-kg  bags. 

Ammonium  chloride:  Pure  in  50-kg  lots  £0.2344  kg 
for  powder. 

Ammonium  tartrate:  Commercial  £2.28  kg  in  50-kg 
lots. 

Benzoic  acid:  BP  in  500-kg  lots,  £0.8801  kg. 
Borax:  EP  grade,  2-4  ton  lots  per  metric  ton  in 
paper  bags,  delivered — granular  £239;  powder  £260; 
extra  fine  powder  £272. 

Boric  acid:  EP  grade  per  metric  ton  in  2-4  ton 
lots — granular  £369;  powder  £395. 
Citric  acid:  BP  per  metric  ton  single  deliveries, 
granular  monohydrate  £838;  anhydrous  £900  (pow- 
dered £20  premium  per  1,000  kg).   Five-ton  con- 
tracts £834  and  £897  respectively  for  granular. 
Formic  acid:  per  metric  ton  delivered  in  4-ton  lots. 
98  per  cent  £362;  85  per  cent  £303. 
Hypophosphorous  acid:    (Per  metric  ton  in  50-kg 
lots).     Pure    50    per    cent    £425.    BPC     (30  per 
cent)  £305.34. 

Lactic  acid:  BP  88/90%  £175  kg  in  70  kg  drum. 
Magnesium  carbonate:  BP  per  metric  ton — heavy 
£690;    light  £580. 

Magnesium  chloride:  BP  crystals  £0.83  kg  for  50-kg 
lots. 

Magnesium  dihydrogen  phosphate:  Pure  £2.29  kg 
in  50-kg  lots. 

Magnesium    hydroxide-     (metric    ton)     BPC  light 
£1,540;:  28  per  cent  paste  £470. 
Magnesium  oxide:  BP  per  metric  ton,  heavy  £1,700; 
light  £1,540. 

Magnesium  sulphate:  BP  £136.50-£138  metric  ton; 
commercial  £118.50-£120.50:   exsiccated  BP  £258. 
Magnesium  trisilicate:  £0.90  kg  in  minimum  1,000- 
kg  lots. 

Mercurials:    Per    kg    in    50-kg    lots:  ammoniated 
£10.30;  oxide — red  £11.25  and  yellow  £10.90;  per- 
chloride  £6.62;  subchloride  £8.73;  iodide  £10.02. 
Mercury:  BPC  redistilled  £9.30  kg  in  25-kg  lots. 
Mersalyl:  Acid  £42.38  kg  in  10-kg  lots. 
Phosphoric   acid:   BP   sg   1,750  £0.4521    kg   in  30 
drum   lots  minimum. 

Salicylic  acid:   5-ton    lot  £1.42   kg;   1    ton  £1.44. 
Tartaric  acid:  £1,725  per  metric  ton. 
Theobromine:  Alkaloid  £6.90  kg  for  500-kg  lots. 


Crude  drugs 

Aloes:  Cape  £1,070  ton  spot;  £1,060,  cif,  Curacao, 

nominally  £2,320,  cif,  no  spot. 

Agar:  Spanish/Portuguese  £7.30  kg  nominal. 

Balsams:    (kg)    Canada:   easier  at  £12.50  on  the 

spot;  shipment;  £12.30,   cif.   Copaiba:  £3.15  spot: 

£3,   cif.   Peru:  £9.75  spot;  £9.90,   cif.   Tolu:  £6.10 

spot. 

Belladonna:  (kg  cif)  herb  £1.51;  leaves  £2.24;  root, 
no  offers. 

Benzoin:  £205  cwt,  cif. 
Buchu:  Leaves  unquoted. 

Camphor:   Natural  powder  unavailable  on  spot  or 
forward.  Synthetic  96%  £1.15. 
Cardamoms:  Alleppy  green  No.  2  £8  kg,  cif. 
Cascara:  £1,155  metric  ton  spot;  £1,005,  cif. 
Cherry    bark:    Spot   £1,120    metric    ton;  shipment 
£1,140,  cif. 

Cinnamon:  Seychelles  bark  £480  metric  ton  spot: 
£400,  cif.  Ceylon  quills  4  o's  £0.80lto,  featherings 
£0.19  lb  both,  cif. 

Cloves:  Madagascar/Zanzibar  £4,160  metric  ton 
spot,  £4,000,  cif. 

Cochineal:  Tenerife  black  brilliant  spot  £25  kg,  spot 
and  cif.  Peru  silver  grey  £14.70  spot;  £14.25,  cif. 
Dandelion:  Spot  £1,995  metric  ton  spot,  £1,860,  cif. 
Ergot:  No  offers. 

Gentian  root:  £1,850  metric  ton  spot;  £1,785,  cif. 


Ginger:  Cochin  £430  metric  ton  spot  shipment 
£410  cif.  Other  sources  not  quoted- 
Henbane:  Niger  £1,395  metric  ton  spot;  £1,360,  cif. 
Honey:  (per  metric  ton  in  6-cwt  drums  ex  ware- 
house). Australian  light  and  medium  ambers  £665- 
£675;  Canadian  £800;  Mexican  £675;  Argentinian 
£790  (white). 

Hydrastis:  Spot  £30.40  kg;  no  cif. 

Ipecacuanha:  Matto  Grosso  £16.50  kg;  nominal,  cif; 

Costa  Rican  £20,  cif. 

Jalap:  Mexican  15%  £2,450  metric  ton  cif.  no  spot. 
Kola  nuts:  £485  metric  ton  spot;  £430,  cif. 
Lanolin:  BP  grade  £1  kg  in  1  metric  ton  lots. 
Lemon  peel:  Spot  £1,240  metric  ton;  £1,150,  cif. 
Liquorice    root:    Chinese    £5.75    metric    ton  spot; 
£5.50,    cif.    Block   juice   £1,400   metric    ton  spot; 
Spraydried  £1,550. 

Lobelia:     American     nominal.     European  11,850 

metric  ton,  cif. 

Lycopodium:  £4.80  kg  spot;  no  cif. 

Mace:   Grenada   unsorted   $2,750   metric   ton,  fob 

whole  $3,000. 

Menthol:  (kg)  Brazilian  £5.75  traded  on  spot;  £5.50, 
cif.  Chinese  £5.50  duty  paid;  £5,  cif. 
Nutmeg:  (per  metric  ton  fob)  Grenada  80's  $2,950 
sound  unassorted  $2,650  110's  $2,750,  bwb  defec- 
tives $1,750. 

Nux  Vomica:  No  spot  or  cif. 
drums  ex  wharf;  Mediterranean  origin  £1,440. 
Pepper:   (metric  ton)   Sarawak  black  £1,030  spot, 
$1,900,  cif;  white  £1,460  spot;  $2,800,  cif. 
Pimento:  Jamaican  £1,120  metric  ton  spot:  £1,085. 
Podophyllum:  Root  Chinese  no  spot;  £400  metric 
ton,  cif. 

Quillaia:  Spot  £905  metric  ton;  £725,  cif. 
Rhubarb:  Chinese  rounds  60  per  cent  pinky  £3.30 
kg,  spot:  £3,  cif. 
Saffron:  nominal. 

Sarsaparilla:  Jamaican  £2,300  metric  ton  spot, 
£2,150,  cif. 

Senega:  Canadian  £10.15  kg  spot;  £8.95,  cif. 
Seeds:    (metric   ton,    cif)    Anise:   China   £865  for 
shipment.   Celery:   Indian  £450.   Coriander:  Moroc- 
can   £210.    Cumin:    Indian    £850.     Fennel:  Indian 
£475.  Fenugreek:  Moroccan  £290;  Indian  £285. 
Senna  (kg)  spot  Alexandria  pods  hand-picked  from 
£2   upwards;    manufacturing   £0.55.    Tinnevelly  faq 
leaves  £0.46;  pods,  faq  £0.46;  hand-picked  £0.55, 
Squill:  Indian  white  £340  metric  ton,  cif. 
Styrax:  Turkish  natural  £5.60  kg  spot;  £5.60,  cif. 
nominal. 

Tonquin  beans:  Para  £3.65  kg  spot;  £3.30,  cif. 
Turmeric:  Madras  finger  £575  metric  ton  spot; 
£455  cif. 

Valerian:  Dutch  £1,910  metric  ton  spot;  £1,860,  cif 
Indian  £1,215  spot;  £1,185,  cif. 

Witchhazel  leaves:  £2.35  kg  spot;  £2.10,  cif  liquid 
£0.47  kg. 


COMING  EVENTS 


Monday,  14  January 

Nottingham  Branch,  Pharmaceutical  Society,  City 
Hospital  post-graduate  medical  centre,  Hucknall 
Road,  Nottingham,  at  8  pm.  Mr  B.  Silverman  on 
"Computers  in  pharmacy." 

Swindon  Branch,  Pharmaceutical  Society,  King's 
Arms  Hotel.  Wood  Street,  Swindon,  at  8  pm.  Mr  M. 
Hillier  on  "The  work  of  a  funeral  director." 
Southampton   Branch,   National  Pharmaceutical 
Association,  Royal  Hotel,  Cumberland  Place, 
Southampton,  at  8  pm.  Mr  J.  Wilford,  FPS 
(chairman  NPA),  on  "NPA — a  force  for  pharmacy." 
Harrow  and  Hillingdon  Branch,  Pharmaceutical 
Society,  Northwick  Park  Hospital  clinical  lecture 
theatre,  Watford  Road,  Harrow,  at  8  pm.  Professor 
A.  H.  Beckett  (vice-president,  Pharmaceutical 
Society),  on  "The  problems  of  dope  in  society 
and  sport — some  methods  for  its  control." 
North  Staffordshire  Branch,  National  Pharmaceutical 
Association,  Medical  Institute,  Hartshill  Road, 
Stoke-on-Trent,  at  8  pm.   Mr  T.  AstMU  (deputy 
secretary,  NPA)  on  "New  laws  and  the 
pharmacist." 

Epsom  Branch,  Pharmaceutical  Society,  with  South 
West  Metropolitan  Branch,  St  Helier  Hospital,  at 
8  pm.  Dr  G.  Margetts  (chief  executive,  Sterling 
Winthrop  research  and  development),  on  "Aspects 
of  analgesia." 

Ayrshire    Branch,    Pharmaceutical    Society,  Savoy 
Park  Hotel,   Ayr,    at  8  pm.   A  talk   by  the 
superintendent    of    the    Prescription  Pricing 
Authority. 

Tuesday,  15  January 

Hertford  Branch,  Pharmaceutical  Society,  Post- 
graduate medical  centre.  Queen  Elizabeth  II 
Hospital,  Welwyn  Garden  City,  at  8  pm.  Miss  Pam 
North,  MPS,  on  "Poisonous  plants,  fruit  and  fungi." 
Lanarkshire  Branch,  Pharmaceutical  Society,  Old 
Dining  Room,  Redstones  Hotel,  Glasgow  Road, 
Uddingston,  at  8  pm.  A  film/talk  presentation  from 
Glaxo  Laboratories. 

Stirling  Branch,  Pharmaceutical  Society,  Station 
Hotel,  Stirling,  at  8  pm.  Dr  S.  Ludgate  (Western 
General  Hospital,  Edinburgh),  on  "The  treatment 
of  cancer." 

Wednesday  16  January 

Brighton  Branch,  Pharmaceutical  Society,  Post- 
graduate medical  centre,  Brighton  General  Hospital, 
Elm  Grove,  Brighton,  at  8  pm.  Postgraduate 
education   course   on    "The   physiology  and 
pharmacology  of  the  central  nervous  system." 


Essential  and  expressed  oils 

Almond:  Sweet  in  1-ton  lots  £1.65  kg  duty  paid 
Anise:    (kg)    Spot   £13.70;    shipment   £13.25,  cif. 
Bay:  West  Indian  £10.45  kg  spot  and  cif. 
Bergamot:  £55  kg  spot. 

Bois  de  rose:  Spot  £7.25  kg;  shipment  £7.25,  cif. 
Buchu:  South  African  £120  per  kg  spot;  English 
distilled  £180. 

Cade:  Spanish  £1.30  kg  spot. 

Camphor:  White  £0.87  kg  spot;  £0.87,  cif. 

Cananga:  Indonesia  £16  kg  spot;  £15,  cif. 

Cardamom:    English-distilled   £220  kg. 

Cassia:  Chinese  offered  at  £58  kg  spot;  shipment 

nominal. 

Cedarwood:  Chinese  £1.25  kg  spot;  £1.10,  cif. 
Cinnamon:    Ceylon    leaf   £2.45    kg    spot   and  cif; 
bark,  English-distilled  £155. 

Citronella:  Ceylon  £3.70  kg  spot;  £3.15,  cif.  Chinese 
no  spot;  £3.90,  cif. 

Clove:    Indonesian    leaf  £2.10   kg   spot;  shipment 
£1.78,  cif.  English  distilled  bud  £44. 
Eucalyptus:  Chinese  £1.80  kg  spot  and  cif. 
Fennel:  Spanish  sweet  about  £8.50  kg  spot. 
Geranium:   Bourbon  £43.50  kg   spot;   £41.25,  c'rf. 
Ginger:    Chinese   £41    kg    spot;   £40,    cif.  English 
distilled  £105. 

Lavender  spike:  £15.50  kg  spot. 

Lemon:    Sicilian    best    grades    about    £20    kg  in 

drum  lots. 

Lemongrass:  Cochin  £4.50  spot;  £4.40,  cif. 
Lime:   West    Indian   £13.50   kg  spot. 
Mandarin:  Old  crop  £23  kg  spot. 
Nutmeg:  East  Indian  £9  kg  spot  and  cif.  English- 
distilled  £18. 

Olive:    Spanish   £1,500   per   metric   ton    in  200-kg 
Orange:  Florida  £0.90  kg  spot  and  cif. 
Origanum:  Spanish  70  per  cent  £19.50  kg. 
Palmarosa:  Spot  £15.25  kg;  no  cif. 
Patchouli:  Chinese  no  spot;  £18.35  kg,  cif. 
Pennyroyal:  From  £7.50  per  kg  spot. 
Pepper:  English-distilled  ex  black  £140  kg. 
Peppermint  (kg)  Arvenis — Brazilian  £4.50  spot;  cif, 
Chinese  £3  spot;  £2.90,  cif.  Piperata  American  from 
£14.25  spot;  £14,  cif. 

Petitgrain:  Paraguay  £9.55  spot;  £8.75,  cif. 
Rosemary:  Moroccan  £6.80  kg  spot. 
Sandalwood:    Mysore    £65    kg    spot;    East  Indian 
£51  spot. 

Sassafras:  Brazilian  £1.80  kg  spot;  £1.70,  cif 
Spearmint:    Chinese    £10    kg    spot;    £9.20,  cif; 
American  £11,  spot. 

Thyme:    Red    50-50%    £23    kg    spot;  nominal. 
Vetivert:  Spot  £15.50  kg!  shipment  £15,  cif. 

The  prices  given  are  those  obtained  by  importers  or 
manufacturers  for  bulk  quantities  and  do  not  include 
value  added  tax.  They  represent  the  last  quoted  or 
accepted  prices  as  we  go  to  press. 


Teesside  Branch,  Pharmaceutical  Society,  Dragonara 
Hotel,  Middlesbrough,  at  7.45  pm.  'Miss  S.  F. 
'Mallison  (divisional  administrator,  Durham  Pricing 
Authority),  on  "The  Prescription  Pricing  Authority." 

Thursday  17  January 

Bristol  Branch,  Pharmaceutical  Society,  Southmead 
Hospital  medical  school,  at  8  pm.  A  lecture  by 
Dr  Martin  Addy  (senior  lecturer  in  periodontology, 
Cardiff  Dental  School).  Joint  meeting  with  dentists. 
Dundee  Branch,  Pharmaceutical  Society,  Lecture 
theatre  3,  Ninewells  Medical  School,  at  7.30  pm. 
D.  T.  Holmes  (officer  of  Customs  and  Excise, 
Dundee),  on  "The  history  and  work  of  HM  Customs 
and  Excise." 

Edinburgh  Branch,  Pharmaceutical  Society,  York 
Place,  at  7.45  pm.  Mrs  C.  Redmond,  SRN  (Salt 
&  Son  (Scotland)  Ltd),  on  "Ostomy  care." 
Hull  Branch,  Pharmaceutical  Society,  Post-graduate 
centre,  Hull  Royal  Infirmary,  at  8  pm.  Detective 
Inspector  Young    (Humberside  Police   CID),  on 
"Problems  of  drug  abuse  in  everyday  society." 
Northumbrian  Branch,  Pharmaceutical  Society, 
Parsons  Room,  Centre  Hotel,  New  Bridge  Street, 
Newcastle,  at  8  pm.  Mr  C.  Carmichae'l  on  "The  role 
of  the  pharmacist  in  dental  health  care." 
Wirral  Branch,  Pharmaceutical  Society,  Wirral  post- 
graduate medical  centre,  Clatterbridge  Hospital, 
at  8  pm.  Mr  Neville  C.  Goldein,  MA,  on  "The  law." 
Worthing  Branch,  Pharmaceutical  Society,  Beach 
Hotel,  Marine  Parade,  Worthing,  at  8  pm.  Sir 
Charles  Cawley  on  "The  world  need  of  nuclear 
energy." 

Leeds  Branch,  National  Pharmaceutical  Association, 

Golden  lion  Hotel,  Lower  Briggate,  Leeds,  at 
8  pm.  Mr  T.  P.  Astill  (deputy  secretary,  NPA),  on 
"Round  the  would  with  NPA." 

Thames  Valley  Pharmacists'  Association,  Sterling- 
Winthrop  House,  Surbiton,  at  8  pm.  Professor  E.  J. 
Shellard  on  "Pharmaceutical  problems  in  the 
third  world  countries." 


Advance  information 

University  of  London.  ThreeJday  course  on  the 
use  of  Chemical  Abstracts  Condensates,  BIOSIS, 
Excerpta  Medica,  Toxline,  International 
Pharmaceutical  Abstracts,  October  27-29.  Details 
from  Central  Information  Service  (LRCC), 
University  of  London,  Senate  House,  Malet  Street, 
London  WC1E  7HU. 
Cleaning,  maintenance  and  buildings 
management  exhibition,  April  29-May  2,  at 
National  Exhibition  centre,  Birmingham.  Exhibition 
of  methods  of  tackling  hygiene,  cleaning  and 
maintenance  problems.  Further  detai'ls  from 
Europaclean.  886  High  Road,  London  N12  9SB. 
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So  you  want 
to  advertise 

An  introductory  guide  to  advertising. 

The  fully  revised  second  edition  of  this 
popular  little  book  sets  out  to  show  how 
advertising  can  work  for  you.  In  non- 
technical terms  it  illustrates  how  advertising 
can  contribute  significantly  to  achieving 
company  goals.  The  contents  are  arranged 
in  logical  step-by-step  form  and  include  a 
glossary  of  everyday  advertising  and 
printing  terms,  with  —    —  — ■ 

sections  on  Why 
advertise?;  How  to 
start;  How  much  to 
spend;  Where  to 
advertise;  and  What 
results  to  expect. 


fortbe  trade. 

technical 
business  jw«*s 


Benn  8 

publishing  for  business 


ORDER 


To:  The  Marketing  Department,  Benn  Publications  Ltd., 
25  New  Street  Square,  London  EC4A  3JA. 

Please  send  me  copy/ies  of  So  you  want  to  advertise. 

Please  send  me  copy/ies  of  How  to  produce  an 

advertisement. 


I  enclose  cheque/P.O.  for  £. 

Name  

Position   

Company   

Address  


How  to 
produce  an 
advertisement 

A  guide  to  preparing  advertisements. 

Also  in  its  second  edition,  this  36-page 
booklet  is  for  the  advertiser  who  does  not 
employ  specialists  to  produce  his 
advertisements.  A  clear  and  helpful  guide  to 
creating  more  effective  advertisements, 
particularly  for  the  trade,  technical  and 
business  press,  it  is  intended  to  help  the 
advertiser  get  the  most  out  of  his  investment. 
■    ■■■    ■■■    ■■■  The  contents  include 

booking  the  space, 
writing  the  copy, 
designing  the  ad., 
timing  and 
production,  reprints 
and  inserts,  using  an 
agency,  and  glossary 
of  terms. 


Signed 
Date  ... 


The  price  of  these 
publications, 
including  postage 
and  packing,  is  60p 
each  (remittance  with 
order  preferred). 
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Classified  Advertisements 

Post  to  Classified  Advertisements,  Chemist  &  Druggist, 

25  New  Street  Square,  London  EC4A  3JA. 

Telephone  01-353  3212 

Publication  date  Every  Saturday 

Headings  All  advertisements  appear  under  appropriate 

headings. 

Copy  date  12  noon  Tuesday  prior  to  publication  date. 
Advertisements  should  be  prepaid. 


Circulation  ABC  July/December  1978.  17,737. 
Display/Semi  Display  £5.00  per  single  column 
centimetre,  min  25mm.  Column  width  44mm. 
Whole  Page  £450  (275mm  x  1 86mm). 
Half  Page  £250  (135mm  x  91  mm). 
Quarter  Page  £130  (1 35mm  x  91  mm). 
Lineage  minimum  charge  £5.00  for  20  words, 
25p  per  word  extra. 
Box  Numbers  £0.60  extra. 

Series  Discounts  5%  on  3  insertions  or  over.  1 0%  on 
7  insertions  or  over.  15%  on  13  insertions  or  over. 


BUSINESS  FOR  SALE 


BUSINESS  0PPS. 


XI  — WEST  MIDLANDS 
— Excellent  large  premises  on  city 
outskirts.  Turnover  1978, 
£171,714.  Scripts  approx.  2,300  per 
month.  Property  on  long  lease,  val- 
ued at  £25,000.  Capital  required 
around  £33,000  plus  stock  at  val- 
uation. 

X2— WARWICKSHIRE— Well 
sighted  premises  on  village  main 
road.  Turnover,  1978,  £136,946, 
scripts  average  approx.  1,200  per 
month,  premises  held  on  lease,  29 
years  to  run.  Capital  required 
including  stock  at  vaiuation  approx. 
£40,000. 

X3— NORTH  EAST  ENG- 
LAND— A  pharmacy  in  out- 
standing town  centre  site,  very  val- 
uable freehold  property  valued  at 
£90,000.  Turnover  of  business  1978 
£148,000,  showing  good  increase  in 
current  year.  Scripts  1,400  per 
month.  Vendor  will  sell  for  property 
value  plus  valuation  of  stock,  esti- 
mated at  £22,000. 

X4— SOUTH  LANCASHIRE 
VILLAGE — Pharmacy,  near  to  the 
coast,  comprises  of  double  shop  unit 
unopposed  with  potential.  Turn- 
over, 1978  around  £120,000.  Prop- 
erty including  extensive  living 
accommodation.  £42,000,  goodwill 
and  fixtures  £12,000  and  stock  at 
valuation,  around  £16,000. 


X5— NORTH  EAST— Residential 
village  pharmacy  in  lock-up  pre- 
mises, valued  at  £5,000.  Scripts 
£1,200  plus  per  month,  counter 
turnover  capable  of  development. 
Disposed  due  to  ill  health,  property 
value  plus  stocks  approx.  £6,000. 

X6 — DEVON— Precinct  site  in 
prominent  summer  resort.  Lease 
£1,000  per  year.  Turnover 
approaching  £100,000.  1,800 
scripts  per  month.  High  class  agen- 
cies. Goodwill  £22,500  o.n.o.  Fix- 
tures £5,000.  Stock  £20,000  at  val- 
uation. 

X7  — LIVERPOOL— Housing 
estate  business  on  outskirts  of  town. 
Turnover  to  April  1979,  £63,400, 
28.7  per  cent  gross  profit.  Dis- 
pensing 1,700  scripts  per  month. 
Not  dependent  on  any  local  doctor. 
Property  on  lease/rent  £750  per 
annum.  Price,  goodwill  and  fixtures 
£1,500  plus  stock  approx.  £9,000 
(could  be  adjusted). 

X8— LANCASHIRE— Drug  store 
for  sale.  Turnover,  1979,  over 
£30,000  per  annum.  Should  run 
well  as  pharmacy.  Living  accom- 
modation includes  two  bedrooms, 
bathroom  and  living  room.  Price 
£4,000  for  goodwill  and  fixtures  and 
stock  £5,000  at  valuation. 


*4  Ernest  J/George 

■?9a  &co 

r&m    GARDALE  HOUSE,  122  GATLEY  ROAD.  GATLEY.  CHEADLE. 

CHESHIRE  SK8  4AT  Tel:  061-428  6718/9 


CLEETHORPES 
South  Humberside 

Excellent  business  in  very  substantial 
freehold  premises  with  good  turnover  and 
prospects  lor  further  growth  Double 
fronted  spacious  sales  area  and  four  bed- 
roomed  residential  accommodation.  The 
whole  £30,000  o.n.o.  plus  stock. 
Further  particulars  from 
Bacons,  Estate  Agents,  10  Hainton 
Avenue,  Grimsby.  Telephone  Grimsby 
51126. 


AGENTS  REQUIRED 


AGENT  REQUIRED  for  imported  pro- 
ducts of  leading  producers:  FOAM- 
BATH  —  SHAMPOOS  —  HOUSE- 
HOLD ARTICLES  —  COSMETICS  and 
BODYCARE:  Keen  priced  and  excel- 
lent presentation.  Good  Commission: 
Please  apply  to:  Box  No.  2676. 


BUSINESS  WANTED 


Please  address  replies  to: 


PHARMACIST  WITH  CAPITAL  seeks 
Pharmacy  in  London  or  Home  Counties 
within  100  mites  radius  of  London. 
Turnover  £75,000-£1 50,000.  Please 
reply  Box  No.  2678. 
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BOX  No.  

Chemist  &  Druggist 
Benn  Publications  Ltd. 
25  New  Street  Square, 
London  EC4A  3JA 


AUSTRALIA 

U.K.  Parent  will  consider  merger  or  sale  of  Australian  sub- 
sidiary selling  leading  brands  mainly  through  chemists  and 
chain  stores. 

Principal  in  Australia  from  January  28th  to  February  6th  for 
talks. 

Please  call  Mr  A.  C.  Morris  at  0256  61181  for  initial 
exchange  of  information. 


ALL  BRANDS  OF  Equine  Anthel- 
mintics &  other  Veterinary  Medicines. 
Pharmacists  experiencing  difficulty  in 
obtaining  supplies  of  the  above,  contact 
your  pharmacist  orientated,  and  owned, 
wholesale  distributors,  for  these  pro- 
ducts. National  Service,  full  trade  dis- 
counts. Brian  G.  Spencer  Ltd,  Station 
Road,  Shenstone,  Lichfield  WS140NP. 
Phone  0543  480314  (24hrs). 


Please  mention 
C  &  D  when  replying 
to  advertisements 


STOCKS  FOR  SALE 


AFRO'  PRODUCTS 

English,  American  and  Caribbean  products.  We  offer  a  unique  ser- 
vice, to  the  retailer,  in  most  popular  brands  of  hair  and  skin  cosmetics. 
Johnson  s,  Palmer's,  St  Clare  s,  Dax,  La  India,  etc.,  etc 

ZEBBRA  WHOLESALERS, 
127  Stoke  Newington  High  St., 
London,  N16. 

Phone  01-249  3161,  ext.  4/5. 


JEWELLERY.  Sterling  silver  and  9ct 
gold.  A  wide  range  of  ear-rings,  rings, 
bracelets,  chains  etc,  brought  to  your 
door  at  best  cash  prices.  Write  Lloyd 
Cole,  37  College  Avenue,  Maidenhead. 


WEST  LONDON 
CASH  AND  CARRY 
397  Acton  Lane, 
London,  W.3. 
Tel:  01-993  6400/6409/2921 
Comprehensive  range  of  chemists' 
goods,  perfumes  and  cosmetics 


SINGLE  EDGE  BLADES.  Stainless 
steel  blades  20  packets  of  5  or  cartons 
of  100  £3.95  inclusive  cheque  with 
order  please.  Rolenworth  Limited,  1/3 
Greys  Road,  Henley-on-Thames, 
Oxon. 

ONE-SIZE  TIGHTS  from  £2.30  doz. 
plus  VAT.  Min.  order  6  doz.  overall 
CWO.  Carriage  free.  Full  range  Price 
List.  E  &  R  Kaye,  16/18  New  Bridge 
Street,  London,  EC4. 


PALMERS 

COCOA  BUTTER  FORMULA 

COCONUT  FORMULA 
HAIR  SUCCESS  TREATMENT 

DRULA 

BLEACHING  WAX 
for  Dark  Skin  &  Freckles 
DRULA  COMPLEXION  SOAP 

RAVIKA  LTD. 
2a  Tottenhall  Road 

Palmers  Green 
LONDON  N13  6HX 
01-889  1545 


AGENCIES  WANTED 

FIRST  CLASS  AGENCIES 
REQUIRED— N.W.  England,  N.  Wales, 
&  N.  Staffs,  good  connections  with 
Chemists,  Stores,  Etc.,  Box  No.  2679. 
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SHOPFITTING 


SITUATIONS  VACANT 


SHOPKIT 

The  world's  first  D  I.Y.  shoplifting  system 
can  save  you  as  much  as  £1,500  on  an 
average  retit.  Illustrated  leaflets  sent  by 
return  of  post. 

SHOPKIT, 

50  Ivatl  Way, 
Peterborough  PE3  7PN, 
or  telephone 
Peterborough  0733  265263 
(24-hour  cheap  service). 


SUPER  SHELVING  SYSTEM  WILL 
INCREASE  YOUR  TOILETRY  SALES 
BY  HUNDREDS  of  pounds.  Send  for 
colour  illustration  or  ask  us  to  call  for 
instant  quote.  Glass  display  counters 
with  lighting,  island  sites  and  show- 
cases. Early  delivery  direct  from  mak- 
ers. THIRSK  SHOPFITTINGS,  741- 
743  Garrett  Lane,  London  SW1 7  OPD. 
Tel:  01-946  2291. 


DUE  TO  SHOP  CLOSURE,  offering  a 
complete  set  of  Myers  Slimbuilt  chemist 
shop  fittings,  excellent  condition, 
14x4ft  units,  2  gondolas,  1x6ft, 
counter  and  dispensary  fittings.  Offers 
invited  about  £2,000.  Telephone 
Macclesfield  0625  613274. 


SPECIALIST  SHOPFITTING  SER- 
VICES. Free  Planning,  Competitive 
Prices.  Phone  061-445  3506.  H.  A. 
Peyser,  20  Fairfax  Avenue,  Didsbury, 
Manchester  M20  0AJ. 


Box  No.  replies 
to; 

Chemist  &  Druggist 

Box  No  

25  New  Street  Square, 
London  EC4A  3JA. 


STOCKS  WANTED 


WE  PURCHASE 
SHOP  STOCKS  AND 
MANUFACTURERS  SURPLUS 

Please  telephone  or  write: 

LAWRENCE  EDWARDS 
AND  CO.  LTD., 
Wellington  Close, 
London  W11  2  AN. 
Tel:  01-727  3137-8 


PHARMACEUTICAL  ANTIQUES. 

Drug  runs,  shop  interiors,  bottles, 
etc.,  urgently  wanted.  Kindly  contact 
Robin  Wheeler  Antiques,  Parklands 
Park  Road,  Ashtead,  Surrey.  Tele- 
phone: Ashtead  72319.  Buyer  col- 
lects. 


A.  &  H.  OTTER  LTD. 

(established  1920) 

Largest  cash  stock  buyers  in  the 

trade  for  manufacturers'  clearing 

lines,  and  retailers'  stocks. 

8  Northburgh  Street,  London 

EC1V  0B A.  Tel:  01-253  1184/5. 

Telegrams:   "Salvall",  London 

E.C.1. 


ADVERTISER   IN   LONDON  end 

January  1980  wishes  to  contact  impor- 
ters of  perfumes,  toiletries  and  cos- 
metics. Box  No.  C&D  2677. 

12  January  1980 
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National  Accounts 
Executive 

to  £9,000+ car 

♦  Our  client  is  a  leading  international  pharmaceutical  company  who,  following  a  recent 
acquisition,  are  now  involved  in  a  major  expansion  of  their  sales  activities. 

♦  This  new  position  will  be  confirmed  with  the  rapid  development  of  profitable  proprietary 
sales  through  the  national  retail  and  wholesale  sectors  of  the  chemist  trade  and  significant 
regional  outlets. 

+  It  is  intended  that  the  person  appointed  will  be  able  after  an  initial  period  to  assume 
responsiblity  for  a  small  specialist  sales  group. 

+  Candidates  must  be  able  to  show  real  sales  achievements  at  this  level  of  the  trade  and  be 
looking  for  line  management  opportunity. 

For  further  details  and  an  application  form  telephone  0483  70666  (24  hour  answering  service) 
quoting  reference  GD124A  or  write  with  brief  resume  to  Grosvenor  Stewart  Limited,  787  High 
Street,  Guildford,  Surrey. 

GROSVENOR  STEWART 

Executive  Search  and  Selection 
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EXPORT  TO 
EUROPE/USA 

Marketing/Sales  Consultants 
frequently  visiting 
Germany — France — Italy 
Greece — Ireland — Scandinavia 
North  America 

can  help  you 

*  Locate  distributors 

*  Licence  your  products 

*  Find  new  products 

*  Manage  your  interests 
overseas. 

Contact: 
Sally-Anne  Rutter 
Nicholas  Hall  &  Company 
Dormer  Road,  Thame,  Oxon 
Tel:  (084  421)  3363 


TRADE  SERVICES 


7td 


International  Trade  Mark  Agents 

Established  1887 
52-54  Featherstone  Street 

London  EC1Y  8ST 
Telephone  01-253  6184 
Telex  299638  March  G 


COLOSTOMY,  ILEOSTOMY,  UROS- 
TOMY appliances/accessories.  Com- 
plete range.  Immediate  delivery.  Gram- 
pian Medical  Supplies,  29-33  Skene 
Square,  Aberdeen.  Tel:  0224  631307. 


Still  developing  your  career? 

Try  taking 
a  broader  view 
of  pharmacy 

General  practice,  industry,  hospital,  wholesaling? 
Management,  marketing,  scientific  research?  If  you  still 
haven't  made  up  your  mind  how  to  use  your 
pharmaceutical  qualification  you  could  learn  about  all 
these  aspects  of  the  profession  and  more,  with  Chemist 
&  Druggist.  Joining  our  editorial  team  will  give  a 
young  pharmacist  the  opportunity  to  meet  the  "experts", 
to  see  the  profession  as  it  sees  itself  and  as  others  see 
it — then  to  convey  the  facts  and  opinions  they  discover 
to  pharmacists  in  general,  not  to  mention  the  industries 
that  serve  them. 

Interested?  Then  journalism  may  offer  everything  you 
seek  from  your  career  in  pharmacy.  All  we  ask  is  an 
inquiring  mind,  and  ability  to  write  clearly  and  concisely, 
and  some  post-registration  experience.  The  rest  we  will 
teach  you. 

If  you  would  like  to  discuss  the  prospects  with  us,  send 
details  of  your  progress  to  date  and  current  salary  to:- 


James  Lear, 
Director, 

Chemist  &  Druggist, 
25  New  Street,  Square, 
London  EC4A  3  J  A. 
Telephone  01-353  3212. 


CHEMIST 
DRUGGIST 
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SmiATUMS  VACANT 


PHARMACY 
REPRESENTATIVE 

EASTERN  SCOTLAND 

Experienced  representative  required  by  old  established  company 
to  cover  a  territory  from  the  North  of  Scotland  to  the  Borders. 
We  offer  excellent  remuneration  and  other  conditions  of  employ- 
ment including  life  assurance  and  pension  scheme. 
Anyone  with  a  proven  sales  record,  who  enjoys  selling  OTC  pro- 
prieties should  send  details  of  career  to  date  briefly  in  writing  to: 

The  Managing  Director 

Cupal  Pharmaceutical  Laboratories 

King  Street 

Blackburn 

Lancashire 


WEST  MIDLANDS 

Manager  required  for  modern  branch  pharmacy  at  Kingswinford, 
near  Dudley.  Excellent  salary  by  negotiation  plus  valuable  fringe 
benefits.  Five-day  week,  four  weeks'  holiday  with  normal  hours. 
No  bank  holiday  or  Sunday  rota.  Experienced  supporting  staff  and 
minimum  paperwork.  (Financial  help  for  removal  expenses  if 
required.) 

Telephone  M.  Livingstone,  021-454  8869  evenings  or  weekends. 


CHEMIST  WHOLESALER 

Requires  Full-time  experienced  Assistants  for  order  assembly  of  ethical 
products. 

5-day  week.  No  Saturdays. 

Good  staff  discounts  in  our  shops  and  those  of  associated  companies. 
For  further  details  apply 

R.  A.  RANOELL,  Kingswood  Chemists,  Redlands,  Coulsdon,  Surrey. 
Tel:  01-668  3257. 


EXPERIENCED 
TABLET 
MAKER 

required  by  veterinary  man- 
ufacturing chemists  in  the 
north-west.  Excellent  working 
conditions. 

Apply  to  Production  Man- 
ager, Tel:  0704  32245. 


BOX 
NUMBERS 


When  replying  to  Box  Numbers,  all  cor- 
respondence should  be  addressed  as  fol- 
lows: 

Chemist  &  Druggist 

Box  No  

25  New  Street  Square 
London  EC4A  3JA 


Advertisers  and  correspondents  can  be 
assured  advertisements  carrying  a  Box 
Number  will  be  treated  in  strictest  con- 
fidence. 
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CLEANOGEL 
Simplicity  with  perfection 


*  i 


Effective 

Clean-O-Gel  is  an  enzyme  cleaner  which  efficiently 
removes  organic  deposits  from  soft  contact  lenses 
and  prevents  the  build-up  of  these  deposits. 

Dissolves  rapidly 

Being  a  powder,  Clean-O-Gel  dissolves 
quickly  and  easily. 

Odour  free  Simple  to  handle  Completely  safe 
The  Total  System 

When  used  with  the  Preflex-Flexsol-Normol  regime, 
Clean-O-Gel  provides  your  patients  with  a  complete 
£oft  lens  care  system,  combining 
simplicity  with  perfection. 


bp  Burton  Parsons 


Imperial  Way  Watford  Herts  WD2  4YR 
Tel  (0923)  46133/6  Telex  923709 


natural 
OlbasOfl 
if s  quite 
natural 
to  get 
it  from 

Ernest  Jackson- 
the  disfrfoutore. 

Ernest  Jackson  &  Co.  Ltd.  are  the  chemist  trade  distributors  for 
Olbas  Oil  the  pure  plant  remedy  for  colds  and  catarrh. 

All  orders,  information  and  any  enquiries  should  be  sent  direct  to : 
Ernest  Jackson  &  Co.  Ltd.,  Crediton,  Devon.  Telephone  Crediton  225 1 
where  they  will  naturally  receive  prompt  attention. 

12  January  1980 


The  only  BEVELLED 
TONGUE  DEPRESSOR 
■in  the  world. 

Applicators  also  available 


Also  AYRES  BIOPSY 

CERVICAL  SCRAPERS 

This  high  quality  scraper  immediately  available 
in  large  quantities.  Special  prices  for  bulk  orders. 


ASHW00D  TIMBER  &  PLASTICS  LTD., 

Plyfa  House.  Leven  Road.  London  E14  OLW    Tel :  01-987  6461 II 


M.C.L.  PROVIDE  THE  SOLUTIONS... 

to  your  contact  lens  solution  problems 
from  the  largest  stocks  in  the  U.K. 

QUALITY       Contact  Reggie  Ormes,  M.C.L.  Ltd., 
(RELIABILITY    Castleham  Road,  St.  Leonards-on-Sea,  East  Sussex, 
SERVICE       TN38  9NB  or  telephone  Hastings  53381  -7 
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ORALCER 


CONTROLLED  RELEASE     f  i  iai  iTij  ai-||0 

pellets  °  MOUTH  ULCERS 

Retail  Price  38p       Trade  Price  £2.60  per  dozen 
Available  from  your  local  wholesaler  and  from  Vestric  Ltd. 

Vitabiotics  Ltd.      1.  Beresford  Avenue,  Wembley  (Middx.) 


I 
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Take  one 

Or  take  a  million 
You'll  find  that  quality  is  perfect,  when 
tablets  or  capsules  come  from  Seward  Pharmaceutical. 
Our  attention  to  detail  starts  with  raw  materials, 
through  frequent  lab  checks  and  batch  analysis, 
to  final  post-packing  examination. 
That's  how  much  we  care,  and  it  shows. 
On  every  one  you  take. 


^  seward  ptemaesu  fee 

Charlwoods  Road,  East  Grinstead,  Sussex  RH19  2HL,  England 
Telephone:  East  Grinstead  31 131 1  Telegrams:  Seward  East  Grinstead  Telex:  9531  5  TOPTAB  G 


A  member  of  the  Medical  Division  of  UAC  International 


■ 


